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Firm Stand on Regulations 


ROM this day forth there can be no interference 
with the fundamental plan of classifying 
shoes A, B, C, D, and X without incurring the 

unanimous disapproval of the retail shoe trade and 
the manufacturers and wholesalers who serve it. 
Such a storm of protest will hit Washington, in the 
neighborhood of the War Industries Board, as to 
make that body realize that the wrath of an honest in- 
dustry is something that can’t be aroused without 
danger. . 

Last week when the question of price-fixing came 
up on upper leather, several interfering members of 
that division of the trade sought to point out that 
price-fixing on raw materials should not first prevail 
unless similar drastic action followed down the line 
to the finished product. 

The question of regulation at retail is not now within 
the province of the price-fixing committee of the War 
Industries Board because of any post-mortem desire 
of another branch of the trade who seek more drastic 
regulations. 

The question of a reasonable profit on upper leather 
is a decision of that branch of the trade, and even 
though it directly affects the price of shoes, it has 
nothing whatsoever to do with the method of regula- 
tion under Class A, B, C, D, and X as referring to 
price at retail. - 

If economies can be perfected by a Government 





regulation of leather, so much the better for the 
American public, for the economy will be transmitted 
down through the manufacturer and the retailer to 
the consumer. 

The trade has accepted an honorable pledge and will 
fulfill it to the letter, because the integrity of the retail 
trade depends upon it. To reopen the case of the cost 
price-at-factory-stamped-on-the-sole would be to dis- 
organize the entire retail trade to the detriment of the 
public—of the very individuals now advocating it— 
and of the Government. Surely, four months’ study 
of a plan and its final acceptance by the Chief of the 
War Industries Board, warrants the carrying of the 
A, B, C plan to a successful conclusion. The plan 
must be tested in practice and if the retail trade does 
not live up to its “normal percentage of profit”—then, 
if the world-wide situations warrant it, clap on the 
extra restrictions and more drastic actions. But, 
until that date, the plan that is now accepted must go 
through. 

The “Recorder” wants to call off all amateur criti- 
cism of the fundamental plan, even though we realize 
the inequity of it to some sections of the country. 
The new regulations have upset the Pacific Coast, for 
the percentage cost of doing business is from 3 to 4 
per cent more than in the East. It is figured that the 
profits in the B and C grades for merchants on the 
Pacific coast will be nil, and many merchants say that 
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they will lose on every pair of shoes they sell in these 
But the merchants are willing to go through 


grades. 
In this issue you will see one of a sheaf of 


with it. 
telegrams “‘from shoe dealers throughout the States 
of Colorado, Wyoming, Utah and New Mexico who 
voice their approval of present regulations and who 
state they will gladly co-operate to achieve true con- 
servation and economy,” and many others of like 
sentiment. The retail shoe trade is not to be made 
vulnerable by shafts directed at it by isolated cases 
of high profit-making and it is to be hoped that any 
new regulation will consider fully the status of the 
merchant who sells $50,000 worth of shoes a year, and 
under, who never did, and never can, make anything like 
35 per cent gross or 8 per cent net. And it is in this 
type of store thal the major production of the shoes of 
the United States are sold. 

Let us not forget that from the beginning of our 
National interest in the War the retail shoe trade 
and the wholesalers and manufacturers to that trade 
have been foremost in their offers of co-operation. 
They didn’t wait to be drafted into War Service; 
they volunteered; they placed themselves under vol- 
untary restrictions and obligations, with a view to 
meeting the needs of the Army and Navy in heavy 
weight leathers, and the needs of the public engaged 
in War Service in types of shoes fitted for that work, 
and in all of the footwear needed by an active popula- 
tion of Americans. The manufacturing members of 
the craft have been foremost in their works for the 
equipment of the soldier on foot and in every branch 
of the Service—in air and under the sea. The shoes 
offered were at moderate prices and the deliveries 
made on time, in trainloads and shiploads of shoes 
so that our soldiers might be foot-fit for the fight to 
the very gates of Berlin. If any comment might be 
made we might state that no such telegram was sent 
regarding shoes as General Pershing’s impatient: “In 


God’s name, where are those coats)” 


BOOT AND SHOE RECORDER 











Nov. 9, 1918 





Let it not appear that the reward of this forward- 
ness, this earnest willingness to serve the Nation’s 
need is to be traditionally observed by having the 
extra load laid upon the “willing horse.” It doesn’t 
seem a just reward for a branch that has served the 

soldier and the public to cancel “out of hand” a care- 

fully thought out plan of regulations, and a substitu- 

tion of a disastrous program of stamping the sole-of- 

the-shoe-with-the-cost-price-at-the-factory. 

As it is, restrictions and rules have been multiplied 
and no manufacturer, no dealer is able to pursue his 
way without much anxious thought as to whether he 
is driving his coach safely between the glass walls. 
There are no regrets for the patriotism which inspired 
the original voluntary offers of service and which now 
inspire cheerful obedience. Washington knows that 
the shoe industry was the first to suggest regulations 
and restrictions and that the model set is now being 
atilized in the governing of other industries. 

There is strong insistence today that the workings 
of the manifold regulations be carried on to a success- 
ful completion. If they work badly they can be modi- 
fied without entanglement and red tape and without. 
the interposition of uninformed amateur zeal of any 
division of the craft that seems to think it can regulate 
its members’ different businesses. That much can be 
insisted upon and will be insited upon. Meanwhile 
the problems of cost, percentages of mark-up, and of 
earnings will be figured with greater care and more 
watchfulness than ever before. That dealer is on 
the side of safety who has followed our many times 
repeated advice to know, rather than to guess, with 
regard to costs and earnings. Such is the work now 
going on that will make present regulations truly 
economical to the public and truly safe to the entire 
industry. 

The hide puller and the leather man must never 
forget that his dollar of returns comes.through the 
sale made over the fitting stool of the shoe, and that. 
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the safety of the industry depends upon the financial 
responsibility of the retail store merchant. If regula- 
tions are to be in practice for a year or more after 
final peace they must always have in mind that the 
safety of the merchant as a business man depends 
upon a normal percentage of profit for a highly 
technical service rendered, in the fitting and sale of 
shoes. The retail trade-is accepting the regulations 
not as a makeshift to go through the armistice 
period and to be then junked, but to be a plan of 
business for a highly developed and specialized branch 
of the industry until such time as Washington believes 
that individualism can safely take the place of col- 
lective regulation. 





Which Is Economy to the Public? 


HOSE who remember 1894, and 1907, will re- 
member that the public then, under the stress of 
so-called “‘hard times” had a fit of economizing, on 
what was already the cheapest and best bargain they 
were offered in any commodity, namely, shoes. 
People bought diamonds and expensive furs, much 
as usual; but shoes they cut down upon. Men would 
still pay $50 for a fine business suit, but would search 
for shoes for less than $3, and women who thought 
little of paying from $20 to $30 for a bunch of straw, 
ribbon, lace and general chiffon on a hat were equally 
penurious in buying shoes. 


Why the curious injustice, and inconsistency, in 
thus putting such an undue share of the burden on 
the shoe trade? What gave people the idea of thus 
economizing on the smallest expense, instead of the 
greater expenses; of slashing their expenditures in the 
very commodity which already gave them the most 
for the money, in actual value and actual cost? There 
are those who ascribe some of this tendency to the 
shoe dealers themselves, in emphasizing MERE 
CHEAPNESS IN PRICE, in their advertising to the 
public, instead of talking QUALITY and- declining 
_ to join a “something for nothing” game, at their own 
' expense. 


That may have had much to do with it; it may 
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have been the trade’s own fault, to a large extent. 
They chirped ‘Cheap! cheap! cheap!”’ till the public 
got full of the “cheap” idea. The public took them at 
their word. 

Will we forget the excellent truism that “values 
determine sales” and make “shoes for a price” rather 
than ‘“‘build them for quality”’ let the price fall where 
it will within the Regulations at a normal percentage 
of profit to the merchant. 

It is up to the retail buyers to decide. 





Injecting ‘‘Pep’’ into the Sales Force 


HE occupation of a man’s time becomes either 
work or play, in proportion to the amount of 
happiness he actually gets out of it. Drudgery never 
made a man happy, although the same work may be 
done with perfect ease if there is a spirit of helpfulness 
to the man himself and to others in his mind when he 
is performing that labor. Selling shoes is a joy and a 
pleasure to the man who realizes that he is not only 
bettering his own condition, but that of his customer 
and his employer, when he has rightly made a sale. 

These thoughts instilled into the minds of sales- 
persons, whether it be through personal talks or a 
store newspaper are bound to bring results that will 
make the salesperson stand up a little straighter and 
look a little better to himself, to his employers and to 
the people whom he serves. 

O’Connor & Goldberg of Chicago are instilling this 
“pep” and spirit of enthusiasm into their sales force 
through the medium of a store newspaper. Boxed in 
on one column of a recent issue is this significant 
thought— 

“LET IT BE KNOWN—THAT WE DO NOT 
‘HANDLE’ CUSTOMERS, WE SERVE THEM!” 


Get the idea. They are saying to these sales- 
people, in other words, that “‘your success as a sales- 
person and our success as merchants depend upon the 
real, personal attention and service that you render 
each individual customer and we are backing you up to 
the limit in good merchandise and every possible 
facility to accomplish that end.’’ These are the ideas 
and this is the spirit that make better and more effi- 
cient salespeople and that make stores grow.. 
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The Christmas Sales Drive Is On 


Advance Purchases by Public a Great Aid to Conservation 


OLLOW up your Christmas Campaign! Drive on it 
KF today, tomorrow and the next day! It is better to sell 
Winter footwear at Christmas time—which means the 
present time and during the next six weeks—than next Easter. 
Make your Christmas sales among the biggest sales of the 
year—rivaling Easter sales, which have been the biggest 
sales of the year. 
Educate Your Customers 
Educate your customers at once in the realization of the 
fact that they should have an ample supply of warm footwear 
before bitter, cold Winter days set in. 
Loyally meet this request of the Government by urging 
your trade to BUY CHRISTMAS GIFTS EARLY! 
Urge your customers to BUY CHRISTMAS GIFTS 
EARLY, in the interests of 
labor conservation and a longer \ 
Christmas shopping season. 
Sell Grays 
Make a big drive on your 
gray shoes and other shoes in 
stock at Christmas time, and 
thus early turn your stock into 
cash. 





Commence Now 


Make a drive on Christmas 
party slippers, on infants’ soft 
sole shoes, on rubber heels, on 
high rubber boots, on laces, on 
comfort shoes, on shoe shine out- 
fits,—on everything that there 
is in your store that is salable. 


And COMMENCE- THIS 
DRIVE NOW. 
Co-operate with Fellow 
Merchants 





Co-operate with fellow mer- 
chants in developing early 
Christmas shopping advertising 
campaigns. It is feasible—in- 
deed it is necessary. Let every 
shoe merchant in each big city 
and small town get together for 
publicity work in promoting 
sales of shoes NOW for Christ- 
mas gifts. 


Make a Sales Mark 

Make a mark and go at it. 
Sales of shoes increase 50 per 
cent or more—even 100 per cent 
in retail stores at Easter time, 
the rate of increase depending 
upon the location of the store. 
Add 50 per cent to sales for each 
day of a year ago, and make 
that the mark for the sales 
each day of this Christmas 


campaign. 














- 








Join the Early Christmas Campaign. 
Maker Reproduce This for Kay 
It NOW. 


Uncle Sam Urges Useful Gifts 


Shoes, always good merchandise, are unusually good mer- 
chandise for Christmas gifts this season, for Uncle Sam urges 
people to buy useful gifts, and shoes are among the most useful 
articles of every-day life. 


Wonderful Profit Opportunity 


Remember that never before did you have such a good 
chance to roll up a good margin of profit as during the next 
six weeks. Your working forces will not be increased—your 
deliveries will continue on the restricted war-time basis, with- 
out any Christmas season expansion and incidental expense. 
There is no need for any markdowns between December 1 
and December 25. 

Arguments for Customers 

Urge your customers to buy 
at least a gift a week and to com- 
mence Now. Tell them that 
they will thus relieve transporta- 
tion congestion—that they will 
be more careful in their selec- 
tions; that they will thus co- 
operate with the Government— 
helping, not hindering, with our 
Country’s War Work—tell them 
that by Government orders, 
salesforces will not be increased 
nor store hours lengthened and 
that they will NOT get the serv- 
ice in December, of which they 
are assured by making their 
Christmas gift purchases in 
November. 


I] Your Christmas Tree 

Follow up Christmas sales, 
COMMENCING TODAY, 
each and every day from NOW 
on and pin a present on your 
own Christmas Tree! 


Just Wanted to 
Try °Em On 

“The ways of the suburbanite 
are certainly peculiar,” observes 
Jinks, the clerk. 

“Mrs. Ezy, who lives across 
the way, has just sent little 
Susy here for a pair of shoes, to 
take home to try on. 

“Susy has returned the shoes, 
and spilled the beans, by saying 
that mother only wanted to try 
on the shoes, to see if they - 
would fit, so that daddy could 
buy a new pair of shoes for her, 
and get the right size, when he 
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went to the big city. 
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Grays Are O. K. 


With Squirrel and Mole the Season’s Most Stylish Fur Gray Shoes Are 
Fashionable— With Peace in Sight Expect a Revival of Style 


(New York Style Letter) 

T a tea given at the Ritz last week by one of the cap- 

tains of a drive, the women were notable for their 

excellent taste in dress. One smart looking young girl 

wore a dress of mahogany duvetyn trimmed with bands of 

squirrel. With this dress she wore gray suede oxfords and 

stockings of matching shade as the fur was used in large 

bands at the bottom of the skirt and made a very excellent 
color scheme. 

**Style All The While”’ 

Any woman who gives the slightest attention to clothes 
knows the importance of her footwear, and while they are 
willing to concede to the wishes of the War . 
Industries Board not to have too many 
styles in use, one would not think that that 
has made very much difference after having 
visited the various tea rooms and restau- 
rants, as there seems to be an endless variety 
of shoes, oxfords, ties and pumps. 


Combinations Conserve 


Combinations of leather and satin, or 
leather and suede, and leather and cloth, 
help materially to decrease the use of leather 
and at the same time give the woman an 
opportunity: of having a pretty boot. 


A Smart Dress Shoe 


A smart looking dress shoe seen in a 
woman’s wardrobe was made entirely of 
black satin and another equally good-looking 
one was made of black patent leather with 
a black satin top. 


Attractions 


An attractive high boot had a vamp of 
light brown leather‘and a top of lighter suede 
or buck. 


In Gray 


Satin Oxfords and Pumps, if 
you have any, are very 
salable the footwear. 4 


A smart looking gray boot had a vamp of 
gray kid and a top of gray suede. An oxford 
to be worn with a good-looking dress, selected 
at a Fifth Avenue establishment, was made of gray suede in 
exactly the same shade. , 


Popular Materials 


In fact, satin and suede and buck are all being used this 
season with excellent effect in both high boots as well as in 
oxfords and in pumps. 


Dark Colors Predominate 


As was expected, dark colors are particularly fashionable 
this Winter. Browns, mahogany, navy and a certain propor- 
tion of black are the favored shades in street and evening 
costumes. Even in the evening, light colors are not worn to 
any agreat extent with the exception of young girls who are 
wearing light-colored evening dresses for the informal dances 
which are being given for charity or men in uniform. Only 





very small private functions are given this winter, and the 
large affairs are always for some well known war organization. 


Simple Gowns 


Women realize that on occasions of this kind it is not good 
taste to be overdressed, and consequently the gowns are 
usually of simple character. Both the older and younger 
matrons are favoring black and occasionally navy blue or 
brown evening dresses are selected by women who have a 
reputation of being well dressed. 


Ornaments on Evening Shoes 


With the black dress the black satin, black 
suede or black velvet slippef is particularly 
desirable. This is finished off with a buckle 
or ornament of rhinestones, cut steel, of dull 
gold or of silver. In some instances these 
shoes have the toes beaded in an artistic de- 
sign and fancy slippers showing a combina- 
tion of velvet and satin are also very smart, 
the front or back being of either velvet or 
satin. : 


Metallic Cloth Slippers 


Simple slippers are finished off with 
a small tailored bow, but some have 
no trimming whatever. Occasionally a 
woman with a very pretty, small foot, 
wears a slipper of metallic cloth which 
matches the trimming on her black evening 
dress, but the majority prefers black as it is 
much more becoming to the foot than the 
slippers made of gold or silver cloth. 


Slippers Match Gowns 


With the dark blue or dark brown dresses 
the slippers are usually of a matching shade 
in satin or velvet, although the same is true 
in this instance as of the black gown, namely 
a slipper of a fancy material which is used as 
a trimming on the dress is also employed for 


Spangled Slippers 

A hostess at a Liberty Loan dinner recently given at a 
large Fifth Avenue restaurant departed from simple black, 
and wore a dress of royal blue satin with spangles of matching 
shade. Her slippers were of the same color, and also trimmed 
with spangles. 

White Beaded Slippers 

Her daughter wore a white dress beautifully beaded in 
white silver beads, and her slippers were of white and orna- 
mented on the toe with a dainty design in silver, the silver 
being used very sparingly in both gown and slipper. 

Oxfords of Dark Brown Kid 

Another young woman wore a brown cloth dress trimmed 

with deep bands of sealskin. Her oxford ties were of very 
(Continued on page 32) 
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The Spirit Which Never Dies 


A Belgian soldier in the trenches and a business man in Paris Jook beyond the war to 
the days of peace with thoughts of normal life renewed. Both letters tell of a spirit 


to learn, a desire to know America better, a hope of business democracy. Happy is 
the people who can quickly return to the sanity of life when the stress of war is over. 
The “Recorder” in all lands promises to be an inspiration to the ambitious. 
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Pledges Will Be Distributed Direct 


By Representative of National Defense Council, Who 
Will Call on You 


Washington, D. C. 


LANS for the distribution of pledge forms and window 
Pp cards for retail shoe dealers have been perfected by 

the hide, leather and leather goods division of the 
War Industries Board, and the work of putting them into 
the hands of the merchants will begin at once. 

The State Councils of National Defense will have charge 
of the distribution, and each local or country council in the 
country will be furnished with sufficient numbers of pledge 
forms and window cards to supply every shoe dealer in its 
territory with one of each. 

After the merchant has signed the pledge form, the window 
card will be delivered to him with request that he give the card 
prominent display in his store. In the case of a merchant 
operating more than one store, he will be furnished a window 
card for each store, and will only be required to sign one 
pledge form. The Council of Defense will return the mer- 
chant’s signed pledge form to the Boot and Shoe Section of 
this board and upon receipt of the same a copy of the mer- 
chant’s pledge together with a receipt for the same will be 
sent to the merchant. 

The distribution of these pledge forms and window cards 
will be started as soon as they are received from the printer 
which will be within the next ten days. The pledge forms 
and window cards set out the classification of shoes in three 
(3) classes and state that shoes will be retailed in Class A at 
prices from $9.00 to $12.00, Class B from $6.00 to $8.95, 
Class C from $3.00 to $5.95 and Class D represents all foot- 
wear selling at less than minimum retail prices in Class C. 

The merchants will be pledged to sell all classified shoes at 
prices which shall be based upon cost, plus transportation 
charges, plus a normal percentage of profit, and should the 
merchant desire any classes or any other information concern- 





ing his pledge, he should communicate with A. H. Geuting, 
secretary of the Shoe Retailers’ War Service Committee, 
Widener Building, Philadelphia, Pa. 

The merchant will further pledge himself to market his 
present stocks at prices that shall be based upon cost, plus 
transportation charges, plus a normal percentage of profit and 
to have all his sales of footwear not classified fall within the 
price limitation at as early a date as possible, and on and 
after June 1, 1919, no low shoes should be sold over $11.00 per 
pair or high shoes over $12.00 per pair. 





Why Shoes Cost More 
Official Washington Figures on Wages 


Washington, D. C.—The bureau of labor statistics of the 
Department of Labor has just completed a report in which 
are compared the wages of employees in shoe manufacturing 
in 1918 with 1916. 


According to this bulletin the average full-time weekly 
earnings in the shoe manufacturing industry in 1916 were 6 
per cent higher than in 1913 and 1914, 15 per cent higher 
than in 1912, and 16 per cent higher than in 1910. The 
bulletin also contains a table showing the time and labor 
cost in the production‘of 100 pairs of shoes in a representative 
factory. To make one pair of shoes in this factory in 1916 
required 1 hour and 25 3-4 minutes and the labor cost 36.8 
cents. 

Summary figures covering wage rates in 1918 are not avail- 
able for the industry as a whole, but the Bureau collected 
wage data in the Spring of 1918 from which it has been 
possible tocompute summary figures for the principal occupa- 
tions, supplementing the figures published in Bulletin 232. 
The following statement presents, for a few of the most 
important occupations, comparative figures of full-time 
weekly earnings for one week in the Spring of 1916 and of 
1918: 











Cutting Department 1916 1918 
Cutters, vamp and whole shoe, hand 
SRR RRO a ar ae $20.19 $25.16 
Cutters, vamp and whole shoe, machine 
ES , ae ea ay ES are ae 18.11 23.86 
Skivers, upper (male).............:. ...° ee S2.55 
us ak: IR ere 11.35 13.82 
Fitting Department 
Button-hole makers (female,............. 11.76 13.67 
Button fasteners (female)................ 11.51 12.06 
Back-stay stitchers (female)............. 11.50 13.38 
Lining makers (female).................. 10.76 12.44 
Tip stitchers (female)................... 12.55 14.98 
Top stitchers (female)................... 11.89 14.55 
WOME Gs 5 a 5 coincides cc netacsees 18.23 22.81 


Vampers (female)....................... 
Lasting Department 
Assemblers for pulling-over machine (male) 16.05 20.92 


Pullers over, machine (male)............. 20.63 26.75 
Bed-machine operators (male)............ 19.07 25.97 
Side lasters, machine (male)............. 18.55 24.39 
Bottoming Department 
Goodyear welters (male)................. 28.58 32.35 
Rough rounders (male)..............:... 27.18 32.06 
Goodyear stitchers (male)............... 24.00 27.56 
McKay sewers (male)................... 19.44 23.58 
PID 86 So oid g Sono aa Cn ed 23.68 26.36 
Heel trimmers (male)................... 24.57 28.07 
Edge trimmers (male).................... 23.25 28.51 
Edge setters (male)..................... 22.70 27.68 
PE OEE OI eee POC it.3?. 33.2 
Finishing Department 
Treers, or ironers, hand (male)........... | 16.35 (21.20 
_ _ ay oP I eisai a 9.87 32.23 
r ae machine (male)........ 14.56 19.36 





House Organs Cut Twenty-Five 
Per Cent 


Regulations Against Waste of Paper 


Washington, D. C., Nov. 4.—B. M. Baruch, chairman of 
the War Industries Board, authorizes the following: 

T. E. Donnelley, director of the Pulp and Paper Division 
of the War Industries Board, has issued the following bulletin 
clearly defining house organ publication, including individual, 
collective and community. 

The individual house organ is defined as a publication of 
stated frequency of issue, published in the interest of an indi- 
vidual, a firm or corporation. If such publications were 
issued prior to October 1, 1918, the tonnage of paper used 
each month shall be at least-25 per cent less than the average 
amount used per month during the preceding twelve months, 
and in cases where the publication is less than twelve months 
old, the basis of computation shall be the monthly average 
for period published. If a publication is new, it is forbidden 
unless it takes the place of some other form of publicity, and 
in doing so effects the required saving in tonnage, and will 
be issued based on statement of details and pledges, conform- 
ing to these requirements. 

Regarding collective house organs, those publications 
printed in the interest of a collection of individuals, firms or 
corporations, and not having second class mail entry — the 
same ruling was made. 

The community house organ, a publication in the interest 
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of a church, charitable institution, club, society or community, 
and entered as second class mail, automatically becomes a 
periodical and is subject to the regulations as issued to all 
publishers of periodicals, except newspapers and agricultura) 
publications under date of August 27, 1918. 





Grays Are O. K. 


(Concluded from page 29) 


dark brown kid, and her stockings were of a matching shade. 
Another smartly gowned woman at this function wore a dark 
green velveteen gown trimmed with mole, and her stockings 
and shoes were of the mole shade. 


Morning Costumes Simple 


For morning wear the dresses are cf a simple character 
and navy blue or dark brown serge, duvetyn or cloth seems to 
be particularly favored. The suits are also of these dark 
shades and made on simple lines. 


Low Shoes Continue 


# The weather has been so warm that low shoes continue to 
be worn, and oxfords in tan Russia calf, nigger brown kid- 
skin, black Russia calf and black kid continue to be noted in 
many of the well-known places. Spats are coming into their 
own again and are, as usual, in neutral shades such as tan, 
beige or gray. 


High Boots for War Work 


High boots, while not as popular as they were a couple of 
years ago, are particularly well liked by women who are en- 
gaged in active war work, and who are on their feet most. of 
the time as they are a support to the ankles and permit of 
considerable walking when necessary. Leather-laced boots. 
in Russia or black calf are smart and at the same time practical. 
The new ones are not as high as those of last season but this 
is not necessary owing to the fact that the skirts are so much 
longer. Now that the styles are practically assured there is. 
no question but what the skirts will be from four to five inches. 
from the ground. ; 


Medium Length Skirts Popular 


There are a few young girls who are taking the very long 
skirts, but the majority prefer the happy medium between the 
very short skirt that was so popular last season and the very 
long one shown by several fashionable couturieres. The 
narrower skirt must necessarily be made long in order to be 
made gracefully, but this does not mean that the woman 
will not have to be careful about her footwear as the shoes. 
show off as much with a skirt of this kind as with the short 
one that made its appearance a few years ago. 





Larger Quarters and Increased 
Business 


On October 5, Hack’s Shoe Company of Detroit, Michigan, 
moved from their old stand—1067 Hastings Street—to 1045- 
1047 Hastings Street, corner of Farnsworth, occupying @ 
double store with four windows on Hastings Street and one 
window on Farnsworth Avenue. They are thus enabled to 
display 75 per cent more goods than they have. had room to 
display at their old store. The entire building has been 
leased by them for a period of ten years. The president of 
this company, N. Hack, writes us that their business for the 
number of weeks=they have been at their new location shows 
an increase of 20 per cent over that of the old stand. 
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World Peace Will Find the 


A Nation to Reconstruct in the Democracy of Industry 
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4 I JHE general condition of business throughout the terri- 

tory covered by thousands of questionnaires sent out by 

the “‘Recorder” to subscribers is indeed healthy and 
prosperous. 

While it has not been possible to get absolute figures, it 
can be safely said that at least ninety per cent of the stores 
show a gain in volume of business for 1918, over the same pe- 
riod for 1917. 

The gains run all the way from five per cent up to one hun- 
dred per cent while the losses, where losses occur are very 
small and are generally due to some local condition over which 
the merchant could have no control. 





Crop Failures Retard Business 


In certain sections of Kansas, for instance, there have been 
three successive crop failures which naturally affect retail 
conditions very seriously. In a small California city there 
have been three bank failures in the past few months, caused 
by forged paper. However the merchants in those sections 







W. E. COCHRAN 
: : Paducah 

Pres. Kentucky Retail Shoe Dealers’ 
Assoviation 





Bernard C. Bowen, Western Manager 
Joseph H. Everston, Asst. Western Manager 


WILL A. KNIGHT 


Portland, Oregon 
Pres. Oregon Retail Shoe Dealers’ 
Association 










are mighty game and optimistic; and may it be said here 
every one of them did his part manfully in the Liberty Loan 
campaign and his community showed itself loyal to the core. 
Hats off to this bunch of boosters! 

In some cases where business was not showing a big increase 
it developed the proprietor had joined the colors and the good 
wife was managing the store in addition to her other work. 
In one instance of this sort, this good wife said the trade was 
sticking loyally to the store and she was confident she could 
keep it going ’til her, husband returned from France. 










Fear Working Havoc with Some Merchants 





There are some exceptions, however, to his tone of opti- 
mism which is difficult of explanation on any other theory 
than fear in the heart of the merchant. In the same locality, 
sometimes in the same town, one merchant’s report will look 
bright, cheerful and rose hued while his neighbor will have all 
kinds of excuses and “war cries.” They are afraid to buy and 
afraid to sell—afraid to buy for fear people will not pay the 
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West Prepared for Service 


A Central Community of Interest in Shoes 
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Earl C. Logan, Western Editor 


price and afraid to sell for fear they cannot buy as good for 
the money next time. 

They are like the old Southern Ohio farmer who started to 
town in a sled. He had a fine, big pair of gray horses; a good 
solid sled; plenty of good warm quilts and blankets to keep 
him warm; a big, heavy pair of double knit mittens which his 
wife had just made for him; a jug of hot water to keep his 
feet warm—in fact most everything he could have to make him 
comfortable and content and in addition to this one of the 
best sledding snows that locality had seen for years. And yet 
he was plodding along the road and turning out to let every 
body go past who chanced to be going in that direction, ex- 
cept one man who was walking. This man begged a ride and 
the farmer took him in. There was not much conversation, 
however, for all the time the farmer was saying to himself, 
“I’m afraid, I’m afraid, I’m afraid. I’m afraid, I’m afraid, 
I’m afraid.”” ‘“‘What are you afraid of, old man,’”’ said the 
stranger. “I’m afraid the snow will go off before I get to 
Pomeroy and back.” 
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There was no joy in the sleighride for him; no beauty in the 
snow-clad landscape; no thanks in his heart for the sunshine 
and the good things of life that had come to him; no cheering 
thought of helpfulness to his family or community; nothing 
but fear and that thought of fear so absorbed him that he was 
actually bringing upon himself the disaster which he dreaded. 
Instead of speeding up and urging his noble horses to do their 
best, he was plodding, dreaming, worrying; seeing only the 
dark side—the disaster that might happen. Forgetful that 
he had only today and that he owed it to himself to do the 
best within his power today and if he did do his best that he 
would have the strength and intelligence to do the things that 
should be done tomorrow when tomorrow had become today. 

God pity the merchant who has fear in his heart today! 


Take Cue from Boys in France 
Let him take up his local paper and read some of the letters 
the boys are sending back from the trenches. 
(Continued on page 39) 
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production of women’s medium and high-grade shoes 
and contributes quite a large percentage of the men’s 
shoes manufactured west of the Alleghenies. Many of the 
factories of this state have gained a nation-wide reputation 
on their products, both from a standpoint of style and good- 


O'r is recognized as one of the leading states in the 


ness. The leading manufacturing centres have recognized . 


the impossibility of keeping up their production to the num- 
ber of pairs quota that was produced previous to the war, 
but through plans of selection have spread their product in 
such a way as to relieve the stress, and supply merchants who 
have been prompt in paying their bills and have been fair in 
their methods relative to return of merchandise, so that 








H. C. MCLAUGHLIN 
Cincinnati 


Pres. Ohio Retail Shoe Dealers’ Assn. 


retail merchants generally have been pretty well. satisfied 
with the service that has been rendered them. fi 

As a result of the questionnaire recently sent by the “Re- 
corder” to a select list of subscribers in ths great state, a 
most healthy and optimistic condition is revealed among 
the retail shoe merchants, in the cities, in the smaller towns, 
and the rural communities. 


Ninety Per Cent Show Increase 
Less than 10 per cent of the merchants who replied to the 
questionnaire have showed a decrease in their business for 
the first nine months of this year, as compared with the cor- 
responding months of last year and this average decrease is 
almost a negligible quantity, averaging only 3 1-3 per cent 
in the stores that show a loss, when it is considered that many 
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of these stores sell men’s shoes exclusively, the general sum- 
mary is very pleasing.. While the other upwards of 90 per 
cent report gains for the same period, ranging from 8 per cent 
to 80 per cent; showing an average gain of a fraction over 
24 per cent. 

Employment Plentiful— Wages Good 

The increase in business is not confined to any locality or 
to any particular condition and the reasons given in industrial 
communities for the healthy condition of business is that 
employment is plentiful and wages are good; while in the 
farming districts the almost universal reply is that crops 
are good and prices of farm products are higher than ever 
before known. 

In 90 per cent of the-answers to the question, ‘‘Are people 
inclined to buy liberally, at.the present prices?” the answer 
has been “Yes,”’ and the reasons given are good crops, good 
wages, plenty of-work, plenty of money, or in a few instances, 
that people are buying now in anticipation of higher prices; 
while in the few instances where reports show that they are 
not buying liberally the reasons given therefor usually are: 
Influenza or war conditions, or mis-information, given out 
through the daily press from the Bureau of Public Informa- 
tion at Washington. 

Optimistic for Spring 

The great majority of the merchants are satisfied with the 
outlook for the rest of the Fall and Winter business and are 
optimistic as to next Spring. The few who do not 166k for- 
ward to a good business for Spring base their argument on 
war conditions, almost entirely. 

In Ohio, as in most of the states, it develops that at least 
80 per cent of all shoes are purchased from the traveling bales- 
man, which is conclusive evidence of the confidence placed in 
the traveling man by the retail merchant and the close per- 
sonal touch that must exist between these two factors of the 
shoe industry. 

The placing of shoes by the War Industries Board into A, 
B and C, and the recently added D Class, is considered by 
the better merchants of Ohio as being the most kappy solu- 
tion that could have been figured out of this niuch fought- 
over problem. And while there is yet not the clearest under- 
standing in the minds of some merchants as to a clear under- 
standing of all the regulations, the result of the: questionnaire 
shows that they are not going far wrong, since none of them 
have been exacting more profit than has been. considered 
just and right by the War Service Committee... | A 

Below are given excerpts from a number of questionnaires, 
picked at random regardless of the size of the:community, 
or the size of the store, but here reproduced tiie 
idea of what merchants think of grays and o 
that are uppermost in the mind of the average retail merchant 
today. 

Liberality in Georgetown 

Georgetown, Ohio.—L. O. Campbell, proprietor of the 
store, joined the colors’ August 5. The store is now in 
charge of his former partner F. Vonden Bruegge. The gen- 
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To War Industries Board, 





via “‘Boot and Shoe Recorder.”’ 

Changing regulations now being extremely dangerous 
to our shoe industry, such shoe dealers will co-operate to 
achieve economy and conservation by abiding by the 
regulations now standing. 

HENRY F. HAGEMANN 
Ohio Retailers’ Association. 












"eral business conditions are good in that locality. People 
were buying liberally up until the influenza hit the community 
and this malady has put a crimp into business. Gray and 
field mouse are not at present selling. very freely. 


Misinformation Hurts in Toledo 


A merchant from Toledo, Ohio, says that customers are 
inclined to hesitate on buying at present prices, such as trade 
largely among the laboring class, but he is putting it up to 
them that shoes they are buying now are better values than 
they will probably get later and he does not anticipate any 
slump in business. His percentages of profits are less than 
the maximum recommended by the N. S. R. A. and while 
grays and field mouse are not selling so readily now, he be- 
lieves that they are now good property. The misinforma- 
tion published by the Associated Press he believes is re- 
sponsible for people thinking shoes are too high. 

A Brightening Outlook in Circleville 

A prominent shoe store in Circleville says that trade con- 
ditions have been good until the first of October, when it has 
shown a slump on account of the exceedingly warm weather 
and all public meetings have been tabooed on account of the 
influenza scare, but the future looks bright. People are 
buying liberally and have plenty of money, but since the 
daily press came out with the statement that shoes were 
going to be cheaper they have had more or less trouble con- 
vincing people that such was not going to be the case. The 
regulations of shoes on the A, B, C plan with the percentage of 
mark-up recommended by the War Industries Board is very 
satisfactory to him. That his city and county went “Over 
the Top” in a rush on the Liberty Loan drive. 

More Women at Work 


A prominent store in Columbus, Ohio, has had a good Fall 
business until the influenza hit Columbus, which has had a 
tendency to slow up business to some extent, but the outlook 
for Spring is very good. People are inclined to buy liber- 
ally at present prices, money seems to be plentiful, and they are 
paying their bills promptly. _More cash customers than 
in former years. The placing of shoes in classes A, B and 
C with the percentage of mark-up recommended by the 
N.S.R.A. seems to have been a happy solution of the problem 
and while it will lower their percentages with certain things 
they are happy to abide thereby. Their questionnaire says 
that they are employing four times as many women in the 
store as in previous years and that their female help is gener- 
ally proving efficient, although there are some exceptions. 


cc 





They bear out the general Ohio sentiment that Ohio is the 
most patriotic state in the Union and that their individual 
community is the best community in that state. 
Brown Leads As Color 

A large Cleveland merchant is looking forward to good 
Fall and Winter business as well as for next Spring, and while 
people are buying liberally, believes it is due to some extent 
from the fact that they expect shoes to be higher, and has 
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noticed no appreciable decrease in the amount of business 
on account of misinformation sent out by the daily press 
relative to the shoes being cheaper. ‘Says‘brown is leading 
other colors. 
Flourishing Trade in Dayton 

One of the principal stores of Dayton, Ohio, reports bus- 
iness in a flourishing condition but temporarily slowed up 
by peace talk, influenza and bond sales, which he does not 

(Continued on page 48) 
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HE shoe industry of Missouri naturally centers around 

St. Louis since this city has been the greatest distribut- 

ing point for footwear in the Middle West. Within the 
past decade, rapid strides have been made by many St. Louis 
concerns, both in the way of wholesaling and manufacturing 
until today this Missouri city has gained for itself the topmost 
round in footwear distribution. No other city in the country 
having to its credit the volume of sales that are chalked up in 
favor of St. Louis. 


Growth of a Great Industry 


There are other cities probably whose actual production 
in footwear may be greater, since the large St. Louis houses 
control many manufacturing plants situated outside of_the — 


oer 


THOS. W. SHERRON 


Memphis 
Pres. Tri-State Shoe Retailers’ 
Association 
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city’s confines. Like many other Western cities, St. Louis 
began making work shoes for men and boys and then gradually 
widened production until it included women’s, misses’ and 
children’s of the substantial kind, later working into the higher 
grades of welts, turns and McKays, until today this city has 
become a style creator and many of the largest stores in the 
country, both West and East, are looking to St. Louis for the 
majority of their footwear needs. In no other city has the 
idea of supplying the retail merchant with all his shoes from 
one concern been carried out to the extent that has prevailed in 
St. Louis. Many a store of large capacity hasfor years de- 
pended on one individual St. Louis concern to supply all of 
their footwear needs instead of distributing their buying 
among twelve or fifteen different concerns and so having a 
multiplicity of accounts to handle. 
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So satisfactory has this plan of distribution proved that from 
the one concern which originally started this movement in St. 
Louis, there now stands a number of colossal establishments 
builded upon this foundation, all prosperous and happy. 

The underlying principles, to which are probably due more 
than any other factors the growth of these concerns, were 
large volume, quick turn over and close profit. 

The manufacturing and wholesaling interests in St. Louis 
are so intermingled that it is rather difficult to draw the line 
between these two sections of the shoe industry. It is a signif- 
icant fact, however, that whether a firm be considered as a 
wholesalers’ or manufacturers’, the majority of its profit is 
made either in or within close proximity to the city of St. 
Louis itself. 


In the Retail Field 


“Fine,” “excellent,” ‘“‘very good”; “looking for better 
business next Spring than ever before’’—such are the reports 
coming from widely separated parts of the State of Missouri, 
reflecting conditions in the retail stores. A significant fact. 
that stands out prominently in the survey of business condi- 
tions in this state is that not a single store reports a loss in 
business and only a very small number are merely playing 
even. About 96 per cent show increases, ranging all the way 
from 8 per cent to 90 per cent. The average increase from all 
stores reporting is about 30 per cent and with very few excep- 
tions the reports show that customers are inclined to buy 


liberally at present prices. 


A Revival of Business 


The report sent out from Washington through the Bureau 
of Public Information caused the retail shoe merchants some 
worry because of the impression that the public gained there- 
from that shoes would immediately slump about 50 per cent; 
the epidemic of influenza reached such a stage in St. Louis 
that it was necessary to prohibit all public gatherings, but 
notwithstanding these two upsetting conditions, the spirit 
of the merchants has kept up and there is nothing to indicate 
any discouragement on the part of the merchants, whether 
in St. Louis, or in the other cities and towns in the state, 

Money seems to be plentiful, both in city and farming dis- 
tricts and unless some unforseen condition in connection with 
the closing of the war should develop, Missouri will continue 
to be a good state in which to do business throughout the 


coming year. 
Grays and Field Mouse Good Property 


Are grays and field mouse good property? This is a question 
that is uppermost in the minds of the average retail merchant 
throughout the land. The answer in Missouri would certainly 
indicate that they are good property. About 75 per cent of 
the firms replying to our questionnaire say—‘‘Yes”” emphat- 
ically and only a very few come out flat-footedly and say— 
“No.” About 15 per cent say that the sales on these colors 
are slowing up, or that it is not as strong as they have been 
heretofore. 

















Nov. 9, 1918 





BOOT AND SHOE RECORDER 39 








TELEGRAM 








To War Industries Board, 





via “Boot and Shoe Recorder.” 
Members of Tri-State Shoe Retailers’ Association will 
abide by and co-operate with Economy Board to the fullest 
extent in shoe regulations now going into effect to conserve 
material, men and money. 

TOM W. SHERRON. 

President of Tri-State Shoe Retailers’ Association. 
Arkansas, Mississippi, Tennessee. 















Female Help Successful 


The indications are that the larger stores are employing 
female help to a far greater extent than ever before and where 
frequent meetings of the management and sales forces are 
held, these women workers are demonstrating their efficiency 
as salespeople in the women’s and children’s departments 
and in some instances are being employed to good advantage, 
even in the men’s department. 

Missouri merchants are depending upon traveling salesmen 
very largely for their supply of merchandise, as the reports 
show that 73 per cent of the merchandise distributed by shoe 
merchants throughout the state are purchased through thie 
channel. 

There is not a community in Missouri but what has gone 
“Over the Top” in every Liberty Bond issue that has been 
floated, nor is there any indication but what they will do it 
again every time they are called upon. In this way, Missouri 
has helped to win the war and in the same wholehearted way 
are they making preparations for peace. 





Order for Leather Leggings 


Washington.—The Shoes, Leather and Rubber Goods 
Branch of the Quartermaster Corps, is about to place con- 
tracts for thirty-five thousand pairs of officers’ leather leg- 
gings. At a meeting held November 6 in the office of George 
R. Harsh, Chief of the Branch, manufacturers worked on 
specifications to be of the one-strap variety, the balance to 
be of the spring front variety. They will probably be made 
of Russia calf, or side leather and will be furnished in twelve 
and a quarter inch lengths. 








World Peace Will Find the West 
Prepared for Service 
(Continued from page 35) 


Fear is not the quality that is winning the battles for those 
fellows nor will it win for us here. 

A man who has spent months in France among the boys 
there says by actual test under various conditions he has 
found that courage is placed first among the virtues and fear 
is placed first among the category of sins. 

In most communities wages are better than ever before 





and work plentiful; in almost every section crops have been 
bountiful and prices exceedingly good. Hence, unless “some 
unusual local conditions exist, if a merchant is not doing a 
good business, getting a good turn over and earning a good 
investment on his money above his overhead, he should take 
an inventory of himself. He must be overloaded with fear, 
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Secy. Tri-State 
Retail Shoe Dealers’ Association 





pessimism and grouch and needs sizing up on courage, opti- 
mism and smiles. Better have a clearance sale of all this 
accumulated gloom—this self-pity—and load up a little heav- 
ier on hustle, whistle and sing. They pay better, they turn 
over faster and produce more net profit. 

Bernard Baruch, head of the now famous War Industries 
Board, was consulted a few years ago by a young man who 
was fearful about some stock investments. After hearing the 
story this big man ef business calmly remarked, ‘““‘The man 
who keeps his head never loses.” 

This surely is a time for a man to keep his head. 
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Indiana Shoemaking and Merchandising 


NDIANA as a manufacturing state is probably more 

widely known in the rubber footwear end of the indus- 

try than in the production of leather shoes, although 
some of the most substantial service and semi-dress shoes for 
men are being made in various cities throughout this state. 
Some of the largest and most substantial of these factories 
are now turning their attention to the production of men’s 
dress shoes and the production of women’s, misses’ and 
children’s shoes has grown to a considerable extent within 
the last few years. This production like that of the men’s 
shoes is confined almost entirely to a good, substantial 
shoe class of what is usually termed a medium-grade shoe. 


VICTOR VAILE 
Kokomo 

Pres. Indiana Retail Shoe Dealers’ 

Association 


The retail end of the shoe industry in the State of Indiana 
is represented by some of the largest and most substantial 
stores in the whole country, many of these stores having 
gained a nation-wide reputation for their progressive ideas in 
retail merchandising and plans of fitting and service to their 
trade. , 


Increase Reported by Ninety-eight Per Cent of 
Merchants 


Of the great number of stores responding to the question-- 


naire recently sent out by the “Recorder” to a selected list of 
retailers in the West, 98 per cent of them show a gain in 
volume of sales for the first nine months of this year, as com- 
pared with the corresponding months of 1917. This sub- 
stantial growth in the retail business comes from the farming 


districts to a greater extent than from the manufacturing 
towns, since the largest percentage of gains of individual stores 
is in the wealthy agricultural sections of the state, although 
many stores in the larger towns and cities are not suffering 
from a lack of business, according to the reports we have 
received. 

Almost without exception, the merchants of this state are 
satisfied with the present season’s business and believe that 
it will be good during a later Fall and Winter period, and are 
also very optimistic as to the conditions for the coming Spring 
and Summer seasons. 

Certain influences beyond the control of the merchant, such 
as the influenza epidemic, warm weather during October, and 
the misinformation relative to the effect that the new regu- 
lations would have on retail prices, have had a tendency to 
slow up business in various sections of the state, notably in 
the larger towns and cities. 


Buying Freely at Present Prices 


From all over the state comes the report that customers 
are buying very freely at present prices. Only about 10 per 
cent of the merchants report to the contrary and the reasons 
given for not buying readily at present prices in some in- 
stances are that prices are too high, and in others, that people 
are saving on footwear to buy Liberty Bonds and Thrift 
Stamps. In not a single instance do strikes or labor troubles 
of any sort, or calamity howls, enter into consideration, while 
the overwhelming majority of merchants are exceedingly opti- 
mistic and apparently very happy in their business, and give 
as reasons for the good business that wages are good, crops 
are good, money is plentiful, styles are attractive, and that 
people generally are educated to buy goods at the present 
prices. 

Over 50 per cent of the merchants who replied to the 
questionnaire are members of the Indiana Shoe Retailers’ 
Association, many of them carrying firm memberships in the 
National Association. In a great number of towns there are 
local associations, of which the shoe merchants are active 
members. 


Buy Eighty-four Per Cent from Traveling 
Salesmen 


Indiana merchants on an average buy 84 per cent of their 
merchandise from the traveling salesman. It therefore be- 
hooves the manufacturers and wholesalers who are supply- 
ing the needs of these merchants to select men of character 
and ability, men who are familiar with all the details of the 
shoe game, to guide these merchants right. 

Considerable interest is manifested by the merchants 
throughout the state as to the present and future status of 
grays, field mouse and other colors which now come within 
the regulations. It is a significant fact, however, that in the 
great majority of the answers these colors seem to be moving 
very well at the regular prices. Some merchants are pushing 
these colors pretty strongly, believing that it is worth while 
to clean up on them before the Spring season opens, while 
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To War Industries Board, 





via ‘‘Boot and Shoe Recorder.” . 

As President of the Indiana Retail Dealers’ Shoe Associa- 
tion on behalf of the members and directors of said Associ- 
ation, 1am authorized to publicly express our support 
and co-operation with War Industries Board in retail shoe 
regulations as recently adopted by said Board and pub- 
lished in the ‘“‘Boot and Shoe Recorder.”’ 

VICTOR E. VAILE 





President of Indiana Retail Association. 





other merchants seem to think that they are going to be good 
property for Spring and that inasmuch as no more of them 
are being made, it is not worth while to sacrifice on these 
shoes. A few merchants are very emphatic in their state- 
ments. that these colors are not moving well, and these few 
are distributed, both in the large centers and in the smaller 
towns. Another significant fact is that where this condition 
prevails merchants attribute the condition to the misinfor- 
mation sent out from Washington. 

There has been a tendency from merchants, not only in 
Indiana, but all over the country, to feel that the N.S. R. A. 
should have seen to it that the information sent out from 
Washington was correctly stated, so as not to work a hard- 
ship on the retail merchants. It should be distinctly under- 
stood that it was not within the province of the N. S. R. A. 
or any other organization to censor these reports, since they 
went out direct from the Bureau of Public Information. 


Over the Top on Liberty Loans 


n every city, town and hamlet, the Liberty Loan quota 
has been exceeded, and in many cases 100 per cent over- 
subscribed.. One man makes this significant statement— 
“Our people are there with the goods, almost to the man.” 
Another one says—‘‘Put over the Fourth Liberty Loan in 
this: County without a Canvass.” This is sufficient evidence 
to dispel any doubts as to the patriotism of Indiana. 

The grouping of shoes into the four grades—A, B, C and D 
seems to have been satisfactorily received by Indiana mer- 
chants, although there is not a quite clear understanding on 
the part of a good many of them as to the exact percentages 
of mark-up on the various grades. -The War Service Com- 
mittee was able to persuade the War Industries Board that 
the merchants would do the square, honest, conscientious 
thing, without any stipulated percentage of mark-up. It is, 
therefore, up to every merchant to be conscientious and thus 
build and maintain for himself a good name for fair-dealing 
in his community, being mindful that there is a member of 
the Council of National Defense in his community who will 
probably keep a check on him and report direct to Washing- 
ton any charges of excessive prices. 


The Situation as Prominent Indiana Merchants See It 


A man in a town of 25,000, conducting a good, high-grade 
store says—“While the percentage of profit on the higher- 
grade shoes is a little less than we have heretofore figured, I 
am satisfied that we will make as much money as ever because 


we will have smaller stocks.and more staple goods. People 
will trade at home more, because the novelties in the city 
stores will be eliminated. Grays are selling well and believe 
that they will continue to be good property.” 


Trade Discounts vs. Net Terms 


Another prominent firm believes that it is a mistake for 
manufacturers and wholesalers to lower their discount terms, 





























saying—“The net proposition has put many a man behind— 
trade discounts have heretofore represented a large share of 
our net profit.” 

One merchant whose business showed a big increase all the 
way through the year up until the first of October and then 
began to slump says—‘‘The influenza situation has inter- 
fered to a great extent and has had a tendency to keep town 
people at home and the country people from coming to 
town.” 
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Wisconsin Shoemaking and Shoe Merchandising 
N probably no other state has shoe manufacturing in- 
I creased to a greater extent within the past decade than 
has been the case in Wisconsin. The shoe manufactur- 
ing industry is distributed throughout a dozen or more cities 
and towns, widely scattered over the state. The chief center 
of shoe manufacturing, however, has centered in and arvund 
Milwaukee. Many of the concerns operating in Milwaukee 
have factories located in various towns outside of the city. 
Milwaukee is rapidly developing into what may be aptly 
termed—‘“A real shoe market.” , This is the natural sequence 
of large tanning interests being located in the city and in the 
near vicinity. 
Quality and Honesty 


The underlying factor that has brought success to both the 
tanneries and shoe manufacturing interests of Wisconsin, as 
a whole, and Milwaukee in particular, has been the idea of 
high quality of products and honesty of workmanship. A few 
years ago, Milwaukee was looked upon in the shoe industry 
as being producers of honest-made work shoes. Today, the 
honest-made is still retained, but the activities of the fac- 
tories have been widened to embrace a line of men’s welt and 
dress shoes and women’s dress shoes in both turns and 
McKays. The production of misses’ and children’s shoes is 
also one of the big enterprises of the city. 

The combined output of Milwaukee factories totals around 
45,000 pairs daily, and in no other shoe manufacturing center 
do the factories run any more steadily or distribute their 
peak load over longer weeks each season. 


A Collective Spirit 


In no other shoe manufacturing center is there better co- 
operation among the shoe manufacturers collectively, or be- 
_ tween the individual factories and their operatives. This 
harmonious condition is strongly reflected in the moral stand- 
ing of the community and its substantial economic growth. 
It is a significant fact that in no other city of the country of 
equal population do so many individuals own their homes as 
in Milwaukee. 

The prosperous condition of the shoe manufacturing indus- 
try of Wisconsin is no more marked than is the retail condi- 
tion throughout the state, almost without exception. In iso- 
lated cases, both in city and rural communities, there are 
stores, that do not show as healthy a condition as might be 
wished, and right alongside of these stores are others, the 
reports from which show that the management is perfectly 
satisfied with the present business and the outlook for the 
future. A careful perusal of the reports from this very small 
minority of stores which look gloomily upon the future indi- 
cate that the trouble is more in the merchant, himself, than 
in the community; that he has been looking more to his self- 
ish interests, has been niggardly in his advertising expendi- 
tures and has not educated his trade to the fact that present 
values of footwear are not nearly as high in comparison as 
many other articles of wearing apparel, of foodstuffs, and of 
farm products. 
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Eighty-five Per Cent Show Increase 


Of the large number of stores who answered the question- 
naire, 85 per cent show an increase in volumes of sales, rang- 
ing from 7 per cent to 47 per cent, with an average of almost 
25 per cent, while the few that show loss in business show an 
average loss of only 7 per cent. A loss of this size could 
easily occur in one month’s business on account of a local 
epidemic or some other disruption of business conditions, so 
on the whole the general retail business condition of the state 
is indeed gratifying, both to the retail merchants and to the 
manufacturers and wholesalers who supply them with their 
footwear. 

The outlook for the present Fall and Winter seasons and 
also for next Spring and Summer is mirrored through the 
questionnaire report on about the same percentage basis as 
that applying to store conditions at present; that is to say, 
that about 85 per cent of the merchants are mightily well 
satisfied with the present Fall and Winter business, and are 
looking forward to a good, healthy business for the coming 
Spring and Summer. 

Public Buys Freely 


The report also indicates that the purchasing public is 
buying very freely and liberally at the present prices, and is 
buying the better grades of shoes to a greater extent than ever 
heretofore. The most frequently presented reason for this 
condition is that work is abundant, crops are good, and money 
is plentiful. In several instances, it is pointed out that more 
women are working than heretofore, and that they are spend- 
ing their money freely for wearing apparel. 

A few stores report that buying is not on a normal basis, 
the most frequent reasons given for this condition being that 
prices are too high and that war conditions are responsible 
which again indicate that the merchant making such a report 
must have fear in his heart and.has not properly attended to 
the education of his trade as to real values. ‘ 


Gray Situation Excellent 


The situation on grays, field mouse and other colors now 
outside the regulations, as reflected in answers to the ques- 
tionnaires should be mighty pleasing to the stores of the 
country who have any amount of this merchandise on their 
shelves. 

About 90 per cent of the stores making reports show that 
these colors are selling very freely, while only about 5 per 
cent answer to the contrary. 


Big Helps from Business Papers 


The indications are that Wisconsin merchants adopt about 
the same principles of buying that prevail in other states 
throughout the Middle West. They are buying about 72 
per cent of all their merchandise from the traveling salesmen 
while the other 28 per cent is divided between mail orders 
and visits to the markets. ’ 

Many of the merchants are very emphatic in stating the 
benefits that they derive from advertising through shoe trade 
journals. 
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To War Industries Board, 








via “Boot and Shoe Recorder.” 
The Kansas Shoe Retailers will cheerfully abide by the 
government regulations as they now stand and will co- 


operate to achieve conservation and economy. 





Cc. L. BROSIUS 


Sec. Kansas Shoe Retailers’ Association 





Over the Top on Bonds 


Shortly after this country entered the war, there was con- 
siderable talk as to the loyalty of Wisconsin, and possibly 
there may have been communities where there were reasons 
for this opinion. Whatever may have been the condition at 
that time, there is certainly no doubt today as to where the 
Badger State stands. Without an exception, every merchant 
who responded to the questionnaire is enthusiastically stat- 
ing—‘‘Over the Top” on every Liberty Loan, Red Cross and 
other war work. The way one Fond du Lac merchant puts it 
is significant of the spirit breathed in reports from practically 
every part of the state—‘‘Fond du Lac has always gone 
‘Over the Top’ whenever the Government called. Fond du 
Lac has sent to the front the best and. hardest fighting boys 
in the world. We have sent over 4,000 of our sons and more 


are eager and ready to go.”’ 


Excerpts from the Badger State 


“Our business is increasing steadily—we have followed a 
liberal policy, have become acquainted with our customers, 
know them all personally, are laying by each year an amount 
equal to our salary of former days. Weare not greedy, and 
are therefore not worried.” 


A New Export Policy 


**To Loosen Up and Ship Goods Out NOW” 

Washington, D. C.—A meeting was held here, called by 
C. F. C. Stout chief of the Hide, Leather & Leather Goods 
Division of the War Industries Board, to discuss a more 
liberal export policy. 

Van A. Wallin, former president of the Tanners’ Council, 
suggested that the export policy of the United States Govern- 
ment should be modified that “we ought to loosen up and let 
goods go out.” “If once the trade is Jost,” he said, “‘it is lost 
for good. Has not the time come to change the policy and 
allow exports to go out?”’ asked Mr. Vallin. 

Fred A. Vogel, president of the Tanners’ Council, said that 
“‘the tanners are tanning more leather in England than before 
the war; that all neutral countries are crying for leather. It 
is not a question of price; it is a question of getting the leather. 
We believe that we should give them the leather they want,” 
he said. Continuing he said: 


‘“We believe that since other lines of leather can be used for 


domestic purposes, goat and kid leather should be exported. 
Spain is making every effort to extend its tanning capacity. 


We find that the United States has bought lots of leather it 
has made. Italians were big buyers of American leather. 
Shoe manufacturers in Switzerland would pay any price for 
leather. When we say we will export to neutral countries we 
mean to comply with the requirements concerning the ship- 
ments to the designated semi-official importing societies of 
the various neutral countries. German tanners are now out 
of business and as far as the allied European countries are 
concerned they will continue out of business for a good while. 
Finally, let me say that people who would buy after_the_ war 


LEO D. MORGAN 
President, Kansas Shoe Retailers’ Association 


will say ‘you sat on your leather during the war and now you 
want to sell to us.’ ”’ 

Among those attending the conference, in addition to Mr 
Stout, Mr. Vogel and Mr. Wallin, were P. C. Anderson, C. 
Wilson McNeely, Bureau of Immigration. 


Stand with the Government 


A large Middle West concern puts it this way: ““We are with 
the Government on the regulations—we do not believe that 
Washington intends or expects us to do business without 
profit—we expect in the future, as in the past, to conduct our 
store in an honest, straightforward way, but if it is necessary 
for us to sacrifice all profit in order to win the war, we are 


willing to do it.” 
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Illinois Shoemaking and Merchandising ; 


wide variation in grades and classes of shoes produced. 

Many of the factories in this state are under control of 
St. Louis distributing houses, while a great many others 
depend upon their own selling agencies to market their 
product. 

Within the past few years, Chicago and the territory con- 
tiguous thereto have built up an enviable reputation on men’s 
high-grade dress shoes. To some extent, the St. Louis idea of 
supplying the entire store from one factory or selling agency 
has been carried out very successfully. That Chicago is 
rapidly developing into a shoe buying market and a shoe 
distributing center is evidenced by the great number of new 


fhe shoe manufacturing industry of Illinois covers a 








* Moline 
Secy.-Treas. Illinois Shoe Retailers’ 
Association. 


concerns which have located in this city for the distribution 
of specialty lines since the novelty shoe business has become 
such a prominent factor in retail merchandising. 

This particular branch of the wholesale shoe trade has 
assumed proportions in Chicago that have been amazing, and 
the unusual success of novelty shoes has proved their place 
in the shoe industry. 

Many concerns whose factories and principal places of 
doing business are far removed from Chicago are recognizing 
this market as suitable headquarters and are maintaining 
offices and sample rooms here in order to meet the flock of 
buyers who make it a practice of coming here to supply their 
needs and to get an idea of styles and materials. 
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In the Retail Field 


No other State in the Union probably presents more diver- 
sified interests, activities and occupations than are to be found 
in the State of Illinois. Coal mining, farming, a wide and 
varied list of manufactured products, extensive railroad ter- 
minals and many other enterprises employing large numbers 
of people, make the shoe demands of*this state cover every 
kind of shoe used throughout the United States. 

The large cities contain some of the largest and most finely 
equipped shoe stores to be found throughout the land, while 
in the same cities the suburban store and the store catering 
to the laboring classes, put more stress upon quality at a 
price and less upon style and fitting service. 

Throughout all of these varied classes and throughout all 
the communities of the state the retail shoe business presents 
a healthy, substantial condition. Very few stores report any 
decrease in volumes of sales this year compared with last and 
in most of them the gains are of a very substantial nature. 

Indications for the Fall and Winter season are exceedingly 
bright and there is no doubt but what, the Spring season will 
be equally good. In and around Chicago, the effect of the 
advertising that has been done by retail merchants in com- 
bating impressions sent out by the Bureau of Publicity at 
Washington that shoes were going to be immediately placed 
upon the market at about half of their normal value has borne 
fruitage, so that the merchants are not now having much 
trouble from this source. From all over the state, reports 
indicate that money is plentiful and that people realize that 
the price tendency is upward rather than downward. 

Female help is proving to be a Godsend to the merchants 
in the retail shoe stores of the large cities, as well as in many of 
the smaller towns and a great many merchants are beginning 
to realize that women have intelligence and tact in selling 
and fitting shoes. 

Illinois has done herself proud in meeting the require- 
ments of the Government, both in man power and money 
and in the campaign for the Fourth Liberty Loan has ex- 
ceeded her quota and there is a spirit of pride in reports 
from every section of the state in the way this great Loan 
has been put over. 


Across State Situation 


In a town of 15,000 people, one merchant says that his 
customers are evading grays and field mouse, while in another 
of about equal size a merchant reports that they are good 
property and that he could sell more of them if he had them. 
On an average the merchants do not seem to be pessimistic on 
this class of merchandise. 

One prominent merchant in a city says that there seems to 
be no difficulty in selling anything. ‘All our trouble is in 
getting the goods. We believe the shoe situation is being 
worked out in as satisfactory a way as is possible, considering 
the various interests that have their finger in the pie.” 

Another merchant says: “With reference to the New 
Regulations will say that they will hurt our business until we 
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To War Industries Board, 





via “Boot and Shoe Recorder.’’ 
Our Retail Shoe Association will abide by regula- 
tions to achieve co-operation and economy. Will send 
letter to every Iowa retailer outlining regulations, 
advising them to follow same. 
him to enforce regulations and if any retailer is found 
profiteering he will be brought to justice. 
MILO F. SLADE, 
President of Iowa Retail Shoe Association. 





If answered, will appoint 
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clean out our stock of two-tone effects, because people have 
received the idea that regardless of the shade, shoes should 
be the same color throughout.” 

Another merchant says: “Just a little information why 
business is better and will continue so—the farmer today is 
getting unheard of prices for his product and bank clearings 
show that money is plentiful—railroad employees are get- 
ting from 30 to 50 per cent more wages than they received a 
year ago which makes them good spenders and cash cus- 
tomers. We fully expect a big Spring business and feel that 
we have nothing to worry about.” 





Among the Factories 
Steady Production of J. w. Carter Co. 


Factory No. 1 of the J. W. Carter Co., located at Chicago 
Avenue and Green Street, is running on a fifty-hour schedule 
made in five days of ten hours each with full Saturday holi- 
days throughout the year. This plant is operating ‘steadily 
the year round and is being kept busy turning out shoes to 
provide for the increased demand that this good line of men’s 
welts has. Mr. Dave Tilt is the superintendent of this fac- 
tory, and it is a foregone conclusion that every means for 
increasing production is being adopted by this well-known 
maker of high-grade shoes. 

Factory No. 2 of the J. W. Carter Co., located at Marianna 
Avenue and Herndon Street, is at present fwly equipped with 
the latest type of machinery and is running to full capacity, 
turning out the J. W. Carter Co.’s line of ““My Boy” shoes— 
a line of high-grade welts for boys. Mr. Fred Tilt, who 
formerly was superintendent of the Holland Shoe Co., is now 
superintendent of this plant and the manner in which the 
shoes are being turned out is reassuring to the long list of 
customers for these shoes. 


With J. P. Smith Shoe Co. 


The J.P. Smith Shoe Co. is keeping up its production and is 
busy as usual. Labor conditions are normal and the help 
is somewhat easier to replace than it was formerly. This 
company has lost in the death of Walter E. Delphs, who re- 
cently died of pneumonia, a splendid salesman, and his many 
customers throughout northern Wisconsin and his friends 
in general mourn the loss of this good man. 
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A Patriotic Response 


The Craddock-Terry Co. of Lynchburg, Va., are extending 
to their employees hearty congratulations and assurances of 
their high appreciation for the splendid patriotism shown in 
their recent subscriptions to the Fourth Liberty Loan. Not- 
withstanding the fact that the campaign came at a time when 


















































several hundred employees of the Company were sick with 
the prevailing influenza, out of 1091 employees, 749, or ap- 
proximately 70 per cent, subscribed to the Fourth Liberty 
Loan Bonds, representing close to 90 per cent of those who 
were actually at work at the time the canvass was made. 
The total amount subscribed by this company and its em- 
ployees, both in Lynchburg and St. Louis, was $329,800, and 
the total number of subscribers at both places was in excess 
of 1,200—a truly gratifying showing. 
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HE footwear manufacturing industry is scattered 
throughout the state and covers a surprisingly large 
range of production. In certain sections of the state, 

the primitive Indian moccasin has been developed into an 
industry that is’: much more far-reaching than is usually 
contemplated by the average shoe merchant. Special tan- 
nages of leather have been developed for this particular in- 
dustry, both for uppers and soles. Large factory buildings 
in many instances are devoted to the exclusive production 
of this class of footwear. Some very substantial lines of 
men’s work and service shoes are made at various points 
throughout the state and many men’s fine welts are now be- 
ing turned out by Michigan factories. The women’s shoe 










































J. E. WILSON 


Detroit 
Pres. Michigan Retail Shoe Dealers’ 
Association 




















industry of the state produces some welts and some turns 
of high and medium grade, but the production is more largely 
of a substantial, good-wearing class of women’s and misses’ 
McKays. 

Substantial Wear and Service 


The underlying thought of practically all of the Michigan 
manufacturing industry is—substantial wear and service. 

The retail shoe industry of Michigan is surely on a sub- 
stantial foundation. The generous response to the question- 
naire mailed to the list of retail merchants throughout the 
state is indicative that they are alive to the present issues and 
conditions affecting the retail game. 

Ninety-two of the responses show a gain-in volume of 
business during the first nine months of 1918 as compared 
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with the same period of 1917, while the losses in the very 
small percentage of stores where these occurred “averaged 
less than 10 per cent and in each instance is attributable to 
some unusual local condition. 

About 80 per cent of the merchants report present Fall 
business good, while only 2 per cent are-in doubt as to 
what the Winter season will bring forth. Footnotes on 
many of these questionnaires indicate that the merchants 
expect a slump in business during the bad Winter months 
on account of the shortage of heavy rubber footwear, since 
this class of footwear has been largely commandeered by the 
Government. 


Public Buying Liberally 


There is more doubt expressed as to the condition of bus- 
iness for next Spring and Summer than seems to exist in many 
other states. Just why this should be is problematical. In 
a great many instances it is pointed out that men’s business 
would probably be lighter than usual on account of the great 
number of young men who have been and are being called 
to the colors. The indications are, however, that the general 
public is buying quite liberally at present prices, and only in 
a few instances is the argument brought up that prices are 
too high, or that Bonds and Thrift Stamp sales are cutting 
any particular figure in lessening the sales of footwear. 


Flourishing Retail Conditions 


In the larger cities of the State, which are centres for large 
manufacturing enterprises, the retail shoe business is in an 
exceedingly flourishing condition, many of the large stores 
having increased their business over the 50 per cent mark. 
Of the merchants replying to the questionnaire, about 40 
per cent of them are members of their State Retail Shoe 
Dealers’ Association, which is affiliated with the National, 
while a great many of the Detroit merchants are members 
of their local Association, which was also recently affiliated 
with the National. Sixty-nine per cent of the shoes dis- 
tributed by Michigan merchants, according to the ques- 
tionnaires are bought through traveling salesmen. 

Almost invariably, these merchants say that shoe trade 
journal advertising is a great benefit to them in the selection 
of their merchandise. 

These two facts taken together: First, that the merchants 
have been closely affiliated with retail merchants’ associations; 
second, that they are profiting, both by the reading and ad- 
vertising pages of retail shoe trade journals—show that 
Michigan merchants as a class are progressive and wide- 
awake; that they are taking a lively interest in the topics, 
which are shaping history in the retail shoe merchandising 
game and this is being reflected in the prosperity which 
the questionnaires show prevails throughout the State. 


The Situation Viewed by Michigan Shoe Merchants 


A good merchant in one of the leading cities, writing rela- 
tive to the normal percentage of profit, thus defines that im- 
portant part of the retail merchant’s pledge: ‘‘We_ under- 
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To War Industries Board, 
via **Boot and Shoe Recorder.”’ 

We, the Directors of Texas Shoe Retailers’ Association, in 
session at Galveston, November 5, patriotically abide by 
the regulations adopted by the War Industries Board to 
date and will co-operate to achieve economy and conser- 


President, W. E. BUCKLEY. 





Secretary, ROBERT R. COHEN 
Directors, T. M. KROGGE. 


E. WEBER. 
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stand the word ‘normal’ to mean an established, fixed rule 
or principle. We would therefore consider a normal percen- 
tage of profit to be interpreted as such rules of figuring profits 
as have proved fair and reasonable heretofore and believe 
that this is the idea of the War Industries good.” 


Grays As Best Sellers 


One good merchant says: ‘‘Grays are the best sellers at the 
present time.’’ Another one says: “‘Grays and field mouse 
in strong demand.” Another big city merchant says: ““These 
colors are selling fairly well.’ Still another city merchant 
says: “‘Demand has decreased in the last month.” 


Price the Problem in Detroit 


One merchant from Detroit says that of late it is hard to 
make a sale. ‘They grumble about prices before asking how 
much the shoe sells for and wonder who is making all the 
profits. Some customers have made attempts to return 
shoes, which were bought several months ago, making the 
remark that they could do better after November 15.” It 
is a significant fact that this merchant’s business shows quite 
a marked decrease as compared with last year. 

A merchant from one of the large cities says: ‘‘Our business 
has so expanded that we are moving to larger quarters and 
are looking forward to a still greater increased business.” 


Civilian Shoes for Italy 


Washington.—There will be some little delay before an 
announcement is made as to the actual requirements of the 
Italian Military Mission in shoes for the civilian population 
of Italy. Majors Funaro and Grimaldi and Camillo Cerruti 
of the mission, have been in conference for two days with 
representatives of a number of large shoe factories in this 
country, in the office of Chief Stout of the Hide, Leather and 
Leather Goods Division who sent out the call for the meeting. 
During this conference the shoe manufacturers drew up a set 
of tentative specifications covering the various kinds of foot- 
wear required and left Washington with the intention of pro- 
ducing samples for the consideration of the mission officials. 
It is expected that the orders will exceed two and a half 
million pairs in all lines. This is looked upon as the first 
of the after-the-war orders that are to come to American 
factories for quick deliveries with orders for other European 
countries for civilian shoes in the near future. 
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Regulations Will Stand 


Washington.—There is no likelihood that present style 
and price regulations will be shelved, according to Bernard 
Baruch, Chairman of the War Industries Board, who declares 
those just recently adopted by the shoe trade to be highly 
satisfactory. 
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This is interesting in view of the stand taken by Chairman 
Brookings of the Price Fixing Committee who recently de- 
clared there was no sense in going ahead with price fixing on 
upper leather unless similar restrictions could be carried into 
the finished product on shoes. Mr. Brookings is still advo- 
cating the production of Liberty shoes. Although all gov- 
ernment agencies are now. going extremely slowly and cau- 
tiously with any new, radical proposals. 
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(Continued from page 37) 

believe will effect the purchase in the future to any great ex- 
tent, that the A, B, C plan of rating shoes and mark up 
recommended by the N. S._R. A. will not materially change 
their profits. Gray and field mouse are selling very freely 
at present prices; sees no need to get panicky. As yet they 
have not tried out female help as they have so far been able 
to get men enough to take care of the business. 











J. R. FLEMMING 


Secy.-Treas. Mountain States Retail 
Shoe Dealers’ Association 





One of the largest stores in Portsmouth, which is recognized 
as being a principal shoe centre selling men’s shoes in the 
Western States, during the first 9 months of the year increased 
50 per cent over the corresponding months of last year; but 
during August and September their sales decreased ‘15 per 
‘Scent over the corresponding months of last year. They 
think this is because of the number of young men called to 
the colors who had been purchasers of high-grade shoes, 


im which this store specializes: 


The Grays of Peace 


The great news of the world’s tri- 
umphant victory for Democracy car- 
ries with it minor as well as major 


The merchant who was apprehensive 
of gray shoes should gather courage, 
for surely there is not now the reason 
for public interpretation that pretty 
shoes already made are unpatriotic. 
Let grays therefore, prove a blessing to 
an otherwise dreary outlook on style. 


. 






A) 
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In this store fancy colors, field mouse, gray, and other colors 
not within regulations, are selling freely and their-outlook is 
very good for next Spring. 
Increase in Trade in Lima 

A merchant in Lima,:Ohio, whose business has so increased 
in the last ten months, is looking forward to a very good 
business for the Fall and Winter but anticipates that the 
business for next Spring and Summer will depend likely on 
the progress made by the Allies towards defeating the Ger- 
mans. This particular merchant places great stress on his 
Orthopedic Department and says that prices on footwear 
are recommended by N. S. R. A. 

Grays Sell Freely in Zanesville 

A very prominent Zanesville store, which has had a nice 
increase in its business says its outlook for Fall is very good 
and that next Spring will be equally as good, as the public 
is buying very freely at present as it realizes it is getting-a 
better grade now than it will later on. - There has been some 
misunderstanding on the part of the public that'shdes, would 
be cheaper after October 15, as the result of misinformation 
printed by the Bureau of Public Information in Washington. 

In this store the mark-up is recommended ‘by the N.S. 
R. A. Relative to the sale of grays this store says thatit 
is selling very freely and wishes it fad more gray. : 

This store tried female help, but did not find it efficient, 
and is now getting along with the men it had. 

The proprietor of this store has divided his time as have 
many others in Ohio, unsparingly, to the sale of Liberty 
Bonds, and says Zanesville is greatly over the top and is 


. ready and willing to do more if necessary. 


Increase of 33 1-3 Per Cent in Lorain mat 


A Lorain merchant, who is having good business, is satis- 
fied if the present conditions continue next Spring. He 
believes that after the war business will be even better than 
now. People are buying liberally since work is so plentiful 
and they earn such high wages. His business has increaséd 
33 1-3 per cent during the nine months of this year, corre- 
sponding with last year, ant says that field: mouse and: gray- 
are selling freely and that there ought to be ‘né,reason for 
merchants getting panicky. 

In this particular store they are trying female help and find 
it very efficient. They hold meetings of the salesforce and 
management and these are looked for with- enthusiasm. 

This merchant says that Lorain has subscribed 200 per 
cent for Liberty Bonds. 






















Nov. 9, 1918 BOOT AND SHOE RECORDER 


{CHICAGO 





























c ecral Buvin 


ection of 
BOOT end SHOE RECORDER 


ae 

















BOOT AND SHOE RECORDER Nov. 9, 1918 











EE SHOES of 


IN STOCK, READY FOR 


Style 435 
- $6.25 


Gray Kid Bal. Welt, 
11-8 Cuban Heel. 





4 \ GEORGE E. HARRIS 


ae Ce | 207 W. MONROE 
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ON SHOE COMPANY | 


STREET, CHICAGO 





















< EARRISOW SHOE > 


Sam 
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Three Great Specials in 
Women's Gray 
Novelty Shoes 


Sold at especially attractive prices 





These shoes are of high- 
est grade quality and 
made on lasts of proven 
popularity. 


Don't let this opportunity 
slip by—place your order 
at once. 


No. 2435 Wo Sold in 
Vamp clon topto 12 - Pair Lots 
, We tn Only 

Welt. B-C-D $4.00 
We are now lo- 
cated in Our 
New Home 
and are fully 
equipped to 
meet your 
wants. 


Novelty Shoe Co. 


30-32 S. Wells St. 
Novelty Shoe Building CHICAGO 
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The N. S. R. A. a Powerful Advocate 

‘Fhe importance of the relation of Na- 
tional Association to shoe merchants was 
emphasized during recent months when offi- 
dab of the National Association in Washing- 
ton were able to protect and properly repre- 
sent the interests of the retailers.  —s_ 

Without the backing and resulting influ- 
ence, of the N. S. R. A the retail shoe trade 
would have been subjected to terms and con- 
ditions laid down by the manufacturers and 
War Industries Board, probably damaging to 
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President. 


retail business—such as stamped prices on 
shoes, as well as Liberty Shoes. Full credit is 
due to leaders for sple f 

ecially by the standing shoe committees of 
War Service Board, with Andrew McGowin as 
JOHN O’CONNOR 








ndid work done, es- 





President N.S. R. A. 


Every Merchant Will Learn His Duty at 


January Convention 


By JOHN A. O’CONNOR 
President of the National Shoe Retailers’ Association and of the Firm of O’Connor and Goldberg, Ghicago 


the National Shoe Retailers’ Association, to be held 

in St. Louis, January 6, 7, 8 and 9. President O’Con- 
nor visited the Convention City on Wednesday of this week, 
attending meetings of all the committees 
of the convention, which promises to be 
the greatest of all great gatherings. 
Every active shoe merchant will feel the 
necessity of being present and being 
posted as to what is ahead of him during 
1919. : 

In an interview with the ‘Recorder’ 
representative, President O’Connor 
stated: 

“The January Convention will mean 
more to the individual shoe merchant 
than any previous convention because 
of the uncertainty existing throughout 
the trade as to procedure under Govern- 
mental restrictions. Every merchant, 
physically and financially, able to attend 
convention should be present. The new 
regulations in their entirety go into full 
effect June 1. The war is nearly won, or 
soon to end, and every shoe merchant 
faces the reconstruction period for his 
business—therefore, he should attend and 
confer with his fellow merchants from all 
over the country about styles, prices, 
overhéad and other costs; on what re- 
turning Army men will wear, whether broad toes, or more 
stylish shoes. : 

When the Boys Come Home 

“About the time of our next big convention, we may know 
when the soldiers will be returning home and how to prepare 
for this effect upon the men’s shoe trade. Future prices 


es shoe world is moving toward the big convention of 





JOHN O’CONNOR 


should also be studied in relation to stocking up or buying 
often. At the present time, no merchant can say just what 
we should do, but next January should find us ready to get 
together as never before for conference and harmonious action 
for good of the trade. 

“As to the effect of the Government 
Regulations according to pledges signed, 
the regulations were to be operative for 
the period of the war and this evidently 
means the period up to signing of peace 
treaties.” ag 

My idea is that dealers having nov- 
elties on hand next Spring will get top 
prices for them, and clearance sales now 
going on do not indicate that grays and 
other novelties will not appear for sale 
at top prices as nearly eyery sale 
primarily features shoes bought for such, 
or represent broken sizes, and are regular 
features of business of the merchant 
putting on such clearance sales of novel- 
ties. The volume of business during 
next Spring will be good—fully normal, 
but I look for a curtailment in volume 
next Fall in pairage and dollars, due to 
a less number of styles. The purchaser 
will naturally not buy as many pairs, 
where fewer styles are available than 
heretofore. The reduction in volume of 
both pairage and dollars will be around 
25 per cent, because conditions will be more:uncertain: next 
January than last January. 

I predict that attendance at the next convention will be 
greater than on previous conventions, and every active shoe 
nerchamt will feel the necessity of being present and getting 
posted as to what is ahead of him during 1919. 
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We 


Kreider’s POLLY- 

ANNA Children’s Shoes 

have a reputation for 

quality which we uphold 

most rigidly. It’s a line 

that looks well, that 

wears well and that sells 

well. The last is com- 

fortable; the style is at- 

tractive. The fine satis- 

faction POLLYANNAS 

give will win you the 

gratitude of the parents C-550. Gun Metal Button 

and the trade of the Goodyear Welt. Pollyanna 

family. Misses’ School Heel 1114-2 $2.85 
Child’s Spring Heel 8-11 2.50 
Infant’s (sor Heel 6 -8 2.45 
C-551—Lace as above. 
C-552—Patent Leather as above. 














The POLLYANNA is only one famous line of 
the Kreider factories—the largest in the world 
specializing in children’s shoes. There is a 
reider shoe for every foot—in stock ready 
for delivery. SEND FOR CATALOG C. 


TAS WaderC. 
312-318 W. Monroe St. 
CHICAGO 
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Features of Shoe Service Distinctively Successful 


r I HE presence of thousands ‘of buyers and the purchase 
of many millions of dollars’ worth of shoes in the Chi- 
cago wholesale market is the best possible proof of the 

value of the service offered and the attractiveness of the 

merchandise distributed from the city which has become 
known in all lines as the Great Central Market. 

Chicago houses are distributing their goods over a wide 
territory, reaching east to Pennsylvania and west to the Coast. 
Their salesmen cover the entire South, so that a large share 
of: the consuming needs of the population is served by shoes 
carrying Chicago brands and shipped in packages with Chicago 
labels. 

The growth and success of the Chicago market is worthy 
of some analysis, and it may be of interest to point out a few 
of the salient reasons for the develpoment and expansion of 
business in the wholesale shoe district of Chicago. 


An Open Stock Market 


In the first ‘place, this is an open stock market. The mer- 
chant who buys in Chicago gets immediate deliveries. He is 
thus enabled to turn his stock rapidly, since he is not com- 
pelled to buy for months ahead, and is able to keep closer to 
the needs of his customers. Many Chicago houses discour- 
age heavy buying on the part of their customers, preferring 
to have them fill in during the season as they need the goods. 
Thus the merchant is able to do business with a minimum 
amount of capital, he gets a maximum rate of turn-over, and 
through constantly receiving fresh stock as he needs it he is 
able to keep his merchandise in a clean, attractive and salable 
condition. 

Values Determine Sales 


The wholesaler, on the other hand, buys in solid case lots; 
he purchases in quantity; he places his order at the beginning 
of the season, enabling the manufacturer to keep. his plant 
busy at a time when he otherwise would be unable to produce, 
because of lack of information as to the character of the de- 
mand. For this reason also the wholesale distributor is able 
to buy on the most favorable terms, and thus to give excep- 
tional values to his own customers. 

“In. Stock” has become a phrase to conjure with in the 
shoe business, and one of the reasons for the great success 
that is being won by the Chicago trade is the fact that the 
merchant can get what he wants when he wants it. Even 
under the stress of recent conditions, when merchandise has 
been scarce, there have been few numbers for which the 
wholesalers have not been able to fill orders, and the result is 
that their customers have been in the best possible position to 
meet the demand from the public. 


Variety Through Specialty Houses 


Variety is another big feature of the Chicago market. It 
is composed largely of short specialty lines, covering all classes 
of goods. Many people think of certain houses which are 
famous all over the country for children’s shoes; but there 
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are others which have developed specialties in women’s and 
men’s shoes, rubber goods, felt goods, white goods, canvas 
goods, etc.; the result is that no matter what the buyer may 
be interested in, he will always find it in the Chicago market 
—in stock and ready for delivery. 

This tendency to specialize has given the merchant an op- 
portunity to get shoes that have snap and character, and 
that contain all of the salable features the shrewd buyer is 








































looking for. The lines are not confined to staples, but in- 
clude everything that the latest ideas in design have indicated 
as desirable merchandise. 

The show-rooms in the Chicago wholesale shoe district 
carry sample lines that in attractiveness and variety will stand 
comparison with any in the country; as is witnessed by the 
fact that the most discriminating buyers make a point of look- 
ing over and purchasing from these lines. 


The Place of Quality - 


Quality is another feature that marks the Chicago market. 
The wholesale houses have never catered to'a cheap trade, 
and the brand of “‘cheap goods” has never been placed on the 
products of this market. On the other hand, substantial 
quality, embracing good materials, careful workmanship and 
clean-cut style, has been the predominating element, enabling 
the merchant whose stock is drawn from Chicago to please 
the best and most particular trade of any community. . 

(Continued on page 61) 
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Big Values in Fine 
Shoes for 
Immediate Selling 


Full Line 
in Stock 


for Quick 
Delivery 


Stock No. 409 
Price $2.35 


Stock No. 509, Price $2.60 


No. 509—Misses’ Gun Metal Butt Welt, 
Low Heel, 111% to 2, D Width 2 
No. 409—Child’s, same, 814 to 11, D 
Stock No. 35 
Price $5.75 


Woman’s Havana Brown Kid, Nine- Stock No. 309, Price $2.60 
Inch Welt. In Stock, 3 to 7, Widths B, No. 309—Infant’s, same, 6 to 8, E Width 
Cc, D $5. Spring Heel 


These are high grade shoes. Merchants all over the country 
are demanding more of them because of their fine quality and 
—_. salabilitly. Judge for yourself—send in your order 
TODAY. 


NO-AKE SHOE CO. 


209 S. State St., Chicago. II. 























Greteteretetsteteterereie: 


HE advent of a revival of business to its old active and 
T happy level was apparent in Chicago during the last 

week. A spell of chilly weather forced the barometer 
of shoe sa!es to register a very high point, and a visit to 
practically all the stores on State Street disclosed the fact that 
this week marked a decided rise in business. This is a safe 
indication that all detracting forces have been overcome 
and that the public’s mind is now adjusted to giving attention 
to seasonable attire and to the purchase of merchandise to 
supply their needs. 

The ‘‘Flu”’ Fleeing 


A fortunate result that has directly benefited business was 
the checking of the influenza epidemic and reducing it to a 
point where it is considered a minor influence on local manipu- 
lation. The ban on crowding has been lifted—the moving 
picture houses and halls and other public conventions are 
open—and the people are now free to mass in any numbers 
with only slight precautions against the “flu.” 

Continuance of snappy weather will put the finishing 
touches to the scheme of good business and judging from the 
present inclination of the atmosphere it seems that Chicago 
is in line for good business for some time to come. 
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Women’s Styles 

Women are purchasing practically everything that has a 
stylish and attractive finish to it. Brown kids continue as 
the best selling style of all. Russia calf boots with military 
heels are gaining in popularity every day, while brown kids 
are as strong as ever. Black kids too have a fairly steady 
call, and merchants feel no anxiety about selling their full 
stocks of these. Two-tones in all- combinations are being 
featured by most of the stores and the demand is steady 
enough to satisfy the dealers. 

Men’s Styles 

Brown shoes are selling larger than black, and the better 
class of stores are experiencing heavy sales in brown cordovan 
shoes. Business in the men’s lines has also been better dur- 
ing the past week, and it is the opinion of leaders in this field 
that business will be even better during the next few months. 


United War Work Campaign 
John O’Connor, president of the Chicago Shoe Retailers’ 
Association called a meeting of the association for Tuesday 
last, November 5, at the Winter Garden, to arrange plans for 
the handling of the United War Work Campaign. 





Stanwear Shoe Co. Moves Into New 


Quarters 


The Stanwear Shoe Co. has removed its offices from its 
small quarters on the third floor of the Lees Bldg., where it 
had its inception in September, 1917, to the large space on 
the second floor of the same building formerly occupied by 

the Novelty Shoe Co. 
This concern special- 
izes in children’s 
shoes and has just 
added a new line of 
boys’ welts:and Mc- 
Kays. The real dy- 
namic spirit behind 
this rapidly growing 
house is Mr. Sol. J. 
Myerburg, who is 
president of the Stan- 
wear Shoe Co. 

For eleven years Mr. 
Myerburg was asso- 
ciated with the Robert 
E. Dubman Co., Bal- 
timore, Jarge whole- 
salers of women’s and 
childrén’s shoes. In 
September, 1917, he 
arrived in Chicago a 
total stranger: with 


SOL. J. MYERBURG 


money to pay for the 
first month’s rent of an office. At present its new head- 
quarters occupy 8,000 square feet of floor space, have attrac- 
tive sample rooms finished in golden oak and the company 


a sample case full of 
shoes and enough 


employs six salesmen over a radius of Sev eral hundred miles 
from Chicag». 





An Advocate of Progressiveness 


In the Policy of ‘‘Style Makes Profitable Business’’ 
George E. Harrison, president of the Geo. E. Harrison 
Shoe Co.,:207 W. Monroe Street, is the head of a concern 
which has had ‘a 
most noted growth 
in the Chicago trade. 
Established just a 
little more than a 
year ago, the Geo. E. 
Harrison Shoe © Co. 
has grown into one of 
the big and import- 
ant factors in Chi- 
cago’s wholesale 
trade—made possible 
by Mr. Harrison’s 
intimate knowledge 
of the businéss, and 
the high set.of prin- 
ciples that are in op- 
eration. Few men in 
the trade are better 
posted on conditions 
as regarding high- 


‘gradé women’s slices, 


than Mr. Harrison. , 

He is a great advo- = GEORGE E. HARRISON 
cate of the progres- 

sive policy in conducting business and he always is behind 
any movement of a co-operative nature that benefits the shoe 
industry as a whole. 
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SERVICE 


Chicago is essentially an in-stock market. 

That means service. 

With freight embargoes in effect elsewhere, 
Chicago can ship in all directions. 

That means service. 

The dealer who relies on Chicago shoe houses for 
his stock is able to keep closer to the market 
because he can buy with reference to his im- 
mediate needs. 

That means service. F 

Chicago shoe establishments have built their business on a 
service basis—ability and desire to give the shoe buyers of 
America just a little better in this respect than seems 
necessary. > . 
That is why thousands of buyers come to Chicago foe their 
shoe stocks and supplies, and that is why millions of dollars 
are spent in the Great Central Shoe Market each season. 
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hicago shoe market is famous for shoes of 
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SHOE. 
FIXTURES 


Every fixture in the entire POLAY- 
JENNINGS line has been designed by D. A. 
Polay—America’s foremost shoe fixture spectal- 
ist. No line of shoe fixtures can compare in style, 
harmony, character and attractiveness with POLAY- 
JENNINGS Fixtures. Used by the country’s finest 
shoe stores—O’Connor & Goldberg, I. Millers, etc. 


WILLIAM and MARY SHOE DISPLAY 

No. 800. This style of modern window shoe trimming is now Send for New Catalo 

being used with astonishing results by the smartest shops in 

the country. The above cut shows POLAY-JENNINGS , x : 

William and Mary Ornaments, finished in rich old ivory, satin Hundreds of shoe window trimming suggestions are shown. 

gold and satin silver, (also made in any finish to match wood- This new book illustrates our entire line of glass, wood and 

work). Oval tops are designed to hold combination shoe fixtures—finished in ivory, mahogany, walnut 

a pair of shoes and can be used in a or gold—all heights and sizes. Every shoe merchant should have 
it. Prices plainly given. WRITE FOR YOUR COPY TODAY. 


tilting or vertical position. The Pla- 
teaux have a removable 44-inch French Many Other 


plate glass, ground and polished edges, Designs POLAY-JENNINGS FIXTURE co. 


and by the use of plush or fancy colored 

















paper, stunning effects can be had. Shown in 1009 Blue Island Ave., CHICAGO 

This trim affords a great many changes. : : 

Will fit any 8 or 10 ft. window by 3 to New Catalog Originators and Manufacturers of the WORLD’S FINEST Window 

4 ft. deep. Price—complete set, $84.00 * Display Equipment , : 
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Sanitary 
Opera Chairs 


The 
Modern Shoe Store 
Seating 


Increase the Seating Ca- 
pacity of your store. 
Afford more comfort to 
your patrons. 


They are indestructible. 
We guarantee our chairs 
against breakage. 


They cost less and make 
your store much more 
attractive than ordinary 
benches or wooden- 
legged chairs. 

Our Architectural Divi- 
sion will furnish you the 
best possible seating 
arrangement on request. 


, ° ° GENERAL OFFICES 
Wetherby-Kayser Shoe Co., Los Angeles, California 1026 Lytton Building 


vs AMERICAN SEATING (UMPANY = ~<a 
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CHICAGO 


(Continued from page 55) 

Just as in style and variety the merchandise sold in Chicago 
is suitable for the big-city store, so in price it appeals,to those 
who want good goods, trashy or low-grade shoes, being almost 
‘unknown in the Chicago market. 


Centrally Located for Deliveries 

The location of Chicago makes it a particularly desirable 
place to buy, in view of the ease with which goods may be 
delivered. Chicago is near the geographical center, as well 
as the center of population. Often, when freight embargoes 
have tied up the movement of goods from other centers, the 
carriers continue to handle merchandise shipped from Chicago 
without interruption. This has meant quick deliveries and 
consequently improved service to the buyer, bridging the gap 
between supply and demand, and enabling the merchant to 
keep close to the market, no matter where his store happened 
to be located. 

This excellent location has also been of advantage in ena- 
bling the buyer to visit the Chicago marketin person. While 
a large part of the trade handled in this market is placed by 
mail or through salesmen, the number of buyers who visit the 
market is large. 
tion, but shoe buyers are found in the market at all times. 


Grouping of Shoe Houses 

The convenient location of the shoe houses, which are estab- 
lished principally on Monroe, Wells, Market and Franklin 
Streets, permits the visitor to see the principal lines without 
difficulty or loss of time, and thus is of special advantage to 
the busy merchant who desires to get quick action and to 
supply the needs of his store with the minimum amount of 
delay and effort. 

As suggested above, Chicago is the Great Central Market, 
and hence if there are other lines in which the shoe buyer is 
interested, he can invariably supply his needs while in Chicago. 
Some of the world’s largest and most famous distributors of 
dry goods, furniture and other merchandise are located in 
Chicago, so that the buyer has the advantage of getting the 
best possible service and choosing from the widest variety of 
goods in the event that he is looking for merchandise in addi- 
tion to shoes. 

A-recent personal trip through the Chicago market empha- 
sized the huge stocks that are available in the wholesale 
houses. This trip was made early in November, when the 
heaviest shipments of the season had been made, but was 
marked by the fact that ample merchandise remained from 
which to fill orders, no matter of what extent or variety. 
This is regarded as a remarkable situation, in view of the 
general scarcity of goods, and emphasizes the advantage en- 
joyed by the wholesale distributor, who buys far ahead and 
anticipates the needs of his customers so that when the time 
comes he is in a position to furnish the goods. 


For Christmas Stock Rush 

The supply of holiday stocks, such as felt goods, is partic- 
ularly good. The products of the best known and most 
reliable makers are distributed through Chicago, so that the 
merchant is able to get his pick of the most attractive goods 
of this character for at-once delivery. This is likewise true 
of slippers and other specialties which are usually brisk sellers 
during the holiday season. 

The confidence of buyers in the Chicago market is evidenced 
by the large percentage of mail orders which are received. 
More than one-third of the business placed, many large houses 
report, comes by mail, indicating in a very definite way the 
satisfaction which is experienced in buying Chicago merchan- 
dise, and demonstrating that the goods delivered from this 


There are no set occasions for this visita- 
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market come up to the specifications and to the descriptions 
which are sent out regarding them. 

“The policy of our house,’’ explained the buyer for one 
establishment, which is representative of the market, “is not 
to.try to buy most.cheaply, but to get the best for the money . 
When we enter the market to buy, it is not with the intention 
of cheapening the shoe, but improving it in every Way, so as 
to give our customers the best possible values. It is this plan of 
‘trading up,’ and making every piece of merchandise reflect 
character and good manufacture, that has won the place now 
held in the trade by the Chicago wholesale market.” 


Shoes of High Standard 


Chicago possesses a number of well-known shoe factories, 
which have equally high standards, and whose goods are 
favored by the trade. Their lines are an integral part of the 
market, and are easily available for the inspection of the 
buyer. The man who comes to Chicago is thus able to see, 
assembled within a narrow compass, the largest, most varied 
and attractive shoe stocks available, representing the best 
manufacturing and) designing skill, and offering values which 
enable the mercharit to do business successfully—all ready 
for immediate delivery, and capable of quick transportation 
to the store of the buyer. 

These are some of the reasons for the supremacy of the 
Great Central Market. 


Army Shoe Awards 


Washington, D. C.—Additional awards have just been 
placed for Army field shoes as follows: Brown Shoe Com- 
pany, 50,000 pairs; E. T. Wright, 50,000; Joseph Herman, 
50,000; Ogden Shoe Co., 25,000; Total, 175,000 pairs. It is 
said that the next order will be for between one and two 
million pairs upper leather to be chrome retan stock. 

















Stanwear Shoes for 


Infants and nen 






CHILDS’ HAND TURN 
FOOT FORM LAST 
EXTENSION EDGE 





No. 330 


any 330—Patent colt button, plain toe, mat eer os 
OS ERS FES MIRO FLERE TE 
pe Sab Patent colt button, plain toe, cloth ~~. 


‘1.35 


No. odes £8 ‘metal, button, mat top, mere ‘i top 
heel 4-8 


In stock—immediate shipment 


THE STANWEAR SHOE CO. 
19 S. Wells Street Chicago, Ill. 


1.35 
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T-33 A-33 D-33 
2}4-inch base 24-inch base ae Tra base 214-inch base 


8 inch ul i 
ae nd ” 7 inches over all 4x8 ae 7 inches over all 


MIDGET SHOE FIXTURES 


HE crystal bases give them a tone’ The Crystal line of fixtures are popular 
of cleanliness and dignity. Their the country over. 
brightness lends more attractive- 


ness to the shoe in the window. Send for Catalog No. 9—illustrating our 
complete line that is ready to ship from 


Used by high-class merchants who desire 
stock. 


an uncrowded display. 


CRYSTAL FIXTURE COMPANY 


359 Monadnock Bldg. CHICAGO, ILL. 
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SIGNS THAT SELL SHOES 


The merchant who is neglecting the selling possibilities of his windows is overlooking a source of 
legitimate profits. The sales value of many store fronts can be increased from 25 per cent to 50 per cent, 
by the use of attractive, trade-drawing signs. Two styles are shown here that scores of shoe merchants 
have been using successfully for many years. 


R & E ART GLASS VALANCES ——R & E CHIPPED SILVER 


Show up beautifully at oe + —. or GOLD PLATE GLASS 
Made of translucent, opalescent glass; ideal for light- 
less nights, as the light from inside the store shows WINDOW BASE SIGNS 
through the valances. Made to your special order. Catch the public’s eye as it passes by. 
Bright, sparkling and full of life. No mat- 
ter how dull the street or surroundings, 
these signs will put 100 per cent punch to 
your store front and windows. Are used 
for columns as well as window bases. 








SEND FOR CATALOG 
Contains many pictures of store fronts, show- 
ing how other merchants capitalize the value of 


ground floor locations. Hundreds of designs to 
choose from. Write today for book. 


Rawson & Evans Co. 
710-711-712 W. Washington Blvd., Chicago 
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No. 1. Girl’s skating boot, 

Goodyear welt, chocolate elk, 

= high cut, by A. S. Kreider 
oO. 


No. 2. Woman’s mahogany 
calf, Munson U. S. Army last, 
one-half double Goodyear welt, 
oak sole, by Novelty Shoe Co. 


No. 3. Misses’ and child’s “Kin- 
dergarten welt’? brown Lotus 
calf, velvet outsole, by Smith- 
Wallace Shoe Co. 


No. 4. “Crusader,” Good- 
year welt, Russia calf bal. 
by J. P. Smith Shoe Co. 


No. 5. Men’s mahogany 

calf, English bal, made over 

_ last, by J. W. Carter 
0. 





i 
3 
= 
u 
= 
. 
= 
a 
4 
. 
F 
. 
7 
. 
- 
. 
. 
7 
. 
= 
; 
; 
F 
= 
A 
of 
. 
= 
= 
W 
. 
. 
. 
4 
7 
7 
a 
4 
. 
- 
1 
_ 
= 
. 
: 
; 


- a a a a ae ah ah a a as oC Ic 
AOC OO Ce ee eee or or “Seo 


—— <<< 
a es 


























BOOT AND SHOE RECORDER Nov. 9, 1918 





Si) Our Little ‘Army Shoe 


-3\ 


A strong, sturdy shoe with many good selling featurex’ 
Only through the 72 years experience of the Smith- 
Wallace Shoe Co., can such unexcelled shoe value be 
offered at these prices. The leather for Our Little Army 
Shoe is specially selected—the workmanship is the best. 
No. B-3253, shown here, is our Kinder-Garten Welt— 
Chocolate Elk—Blucher—Soft Tip—Hemlock Soles— 
Low Heel. Note the special prices. 


a #3 One of the Kinder-Garten Line 


Price $1.60 
The Smith-Wallace line of Kinder-Garten Shoes for. 
SEND FOR CATALOG misses, children and infants is one of the best-value 


Describes our complete line of ‘Sterling = - 
Quality” men's and women’s _ shoes. and most popular. from a merchandising standpoint 


‘“Goodwear”’ school shoes and “Kinder- a 
Garten’’ children’s shoes. Prices shown. ever presented to the trade. Write for 


WRITE TODAY. 
particulars. 


Smith-Wallace Shes Co. 


Adams & Market Sts... CHICAGO 


Established 1846 


SHEEPSKIN MOCCASINS | 











$9.7 5) $950 


per dozen per dozen 


Full Stock 
on Hand 


Immediate 


No. 987 All Sizes Shipments No. 958 All Sizes 


Moccasin is made from Sheepskin pieces pasted Moccasin is made from bay coe pieces sewed 
on strong split leather a sewed together together and reinforced inding tape, and 
Also has split leather sole. has a split leather 


Send your orders in NOW for the above SPECIAL VALUES. We are the oldest and 1 ‘best 
manufacturers of Sheepskin Footwear in America. Complete line of other high grade Sheepskin 
Boots and Moccasins shown in new catalog. WRITE TODAY. 


ATHLETIC @ SHOE CO. 


1425-1441 Carroll Ave. OES CHICAGO, ILL. 
‘“‘Whatever the Sport We Make the Shoe” 
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Little Journeys to Successful Shoe 
Stores 
A Visit to O’Connor & Goldberg 


It really requires more than a name to build and hold a 
successful business. Names and numbers are but aids in 
classifying men and things. Jones and Brown or Smith 
and Green could boast the same success as O’Connor and 
Goldberg if they had the same active personalities behind 
their names. 

A visit to any of the seven O-G booteries in Chicago will 
reflect the strong personalities of the founders of this re- 
markable shoe business. It seems natural for the owner or 
proprietor of any large money-making institution to gradu- 
ally lessen the personal interest in his business. However, 
such is not the case with Mr. O’Connor and Mr. Goldberg 
of the chain of successful O-G Stores in Chicago. The 
vital affairs of the O-G business are still under the constant 
and personal surveillance of Mr. O’Connor and Mr. Goldberg. 
It is their intention to retain the type of store service that 
has so materially aided them in their success and they realize 
that it is going to be their personal interest that will per- 
petuate the popularity of O-G service and O-G shoes. 

The O-G Shoe Stores in Chicago are located in a manner 
to provide a very thorough distribution of O-G shoes. Four 
stores are located in the business section (the loop) very 
close to thé chief transportation arteries. It might be a good 
point to mention that the location of all the O-G stores 
makes for very little waste circulation in Chicago news- 
paper advertising. O’Connor & Goldberg use the six big 
Chicago dailies constantly and extensively. Their ap- 
propriation for 1917 exceeded the sum of the next three 
largest stores in Chicago. This means O-G advertised as 
much and more than the next three largest retail store ad- 
vertisers in Chicago. The ideal situation of all the O-G 
stores very naturally accounts for this. unusual advertising 
appropriation and the justice of it is easily understood. 

O-G shoes in Chicago are very well-known, even in the 
outskirts of the city; almost any pedestrian can direct the 
inquirer to the nearest O-G store. It has only been due to 
the World War that O-G stores have not continued to in- 
crease in number during the last three or four years. It is 
predicted that in the course of a very few years the O-G 
stores will have become of such proportions that they will 
have attained national attention. O’Connor & Goldberg 
are very successfully outgrowing Chicago. 





To War Industries Board, 
via ‘ Boot and Shoe Recorder.” 
The shoe retailers of the great state of 
Illinois, the state that has over three hun- 
dred thousand boys in the service, have 
endorsed the recommendation of the war 
economy board to a letter. 
my state, I can say that any recommenda- 
tion will be adopted by us that will help 
win the war. Add anything you like to this 
and I will save money. 







Speaking for 


F. P. MEYER. 
President Illinois Shoe 
Retailers’ Association. 


teiittaees 


Holding their progress in Chicago as an example of their 
aggressiveness, it will not take many years to have them 
establish themselves in the minds of all America as the 
founders of a typical American product manufactured, sold 
and bought by Americans. 





Shipping Situation Acute 


Washington, D. C., November 5.—Mr. Stout says, ““The 
shipping situation continues acute. Vessels must be used to 
provide for our soldiers, peace or no peace. This situation 
will last for many months, and it means that no relief is in 
sight as regards importing hides and skins. It also means 
that hide dealers and tanners must hold themselves to a strict 
observance of the maximum prices on domestic hides and 
skins. It also means that inferior grades of leather, which 
have not been in much demand will have to be used.” 

The Brockton Heel Co. has been awarded a contract by the 
Shoe Branch of the Quartermaster Department for furnish- 
ng 300,000 top lifts at the Government set price. 





A New Interpretation 


Washington.—In a new interpretation of the shoe style 
regulations, Chief Stout, of the Hide, Leather and Leather 
Goods Division, states that all orthopedic shoes made for 
abnormal and deformed feet, except such custom boots as 
require special lasts and special measurements for each in- 
dividual purchaser, should be made to retail within the maxi- 
mum price in Class A (twelve dollars). Chief Stout also 
announces that manufacturers can make shoes in Class X 
for following essential footwear: Officers’ footwear, high top 
boots for men, and such custom boots as require special lasts 
and special measurements for each individual purchaser. 
Class X was created to provide special manufacturing per- 
mits by the War Industries Board. 


After the War Prices 


These regulations and probably maximum prices placed on 
hides and skins, will be continued after the war, for it is felt 
in many quarters that to repeal all such agreements will 
bring about a great deal of confusion in industry, while it 
has been contended that the maximum prices in some lines 
were extremely low, there have been efforts made by many 
industries, now that peace and a reversal of conditions are in 
sight, to have minimum prices fixed. 
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If you’re near Chicago, come in 
and see me. I’m right in the 
heart of the shoe district. Ill show - 
you floors full of ‘‘sure-fire’’ bar- 
gains-—-shoes you can buy right 
and sell at a generous profit. 

If you’re at a distance I can still 
take care of you. 


Right now I’ve one lot of 2,000 chil- 
dren’s shoes—Brooklyn-made—in vici, 
Russia calf and black kid—some with 
colored tops—sizes 4 to 8. 





They’re yours at $1.25 Se 


Got another big bunch of women’s senna! welts— 3. 15 
snappy, stylish stock. at 


I’ll say to you don’t miss this one! 
I’ve just got back from a buying trip—both Eastern and Western markets— 
and, Oh boy, but I’ve found some crack-a-jack shoes—men’s, women’s chil- 


dren’s. 
They’re knockouts—all of them—a complete line, all ready for your order. 





All shoes sold for cash. That’s why you get them at such 
way-down prices. 
Come in and sec me--- Or telegraph me--- 
Or telephone me--- Or write me--- 
But make it quick for your own benefit 











Financial Reference---Greenebaum Sons Bank & Trust Co., Chicago 


BILLY HAMBURG 
oreratios THE A. B. SHOE CO. 
26 So. Wells Street, Chicago 


Scores of other big values on the floor every week. It’s worth a special trip to see them! 
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To War Industries Board, 





via “‘Boot and Shoe Recorder.”’ 


Shoe dealers throughout states of Colo- 


rado, Wyoming, Utah, Arizona and New 


Mexico will abide by present regulations and 


gladly co-operate in every way possible to 


achieve conservation and economy. 


Mountain States Shoe Retailers’ Ass’n. 





Ogden Shoe Company’s New Home 


The Ogden Shoe Company is now located in this splendid 
building at 1017 Cold Spring Ave., Milwaukee, Wis., where 
four floors of what was formerly the carpenter shop of the 
Pabst Brewery have been converted into an “‘absolute day- 
light” factory. The working hours will be from 7.30 A.M. 
to 4.30 P.M., six days a week. The capacity of this firm 
is being doubled, which will mean that they will produce 
2500 pairs daily; twice as much labor will be employed and 














Ogden Shoe Company’s New Home 


most of their operatives will be women, which at the present 
time form 70 per cent of the organization. Hot coffee, 
served at noon with lunches brought from the operatives 
homes; an adequate eating room provided and candy, 
tobacco and cigars are sold to workers at cost. 
Shoes for South America 

This company specializes in men’s welt shoes. A special 
kind, Havana brown with yellow stitching is made for the 
South American market. For a year, the Ogden Shoe Com- 
pany have been working on Government orders which they 


have just completed. The former factory was leased to the 
Government as barracks for 600 boys attending Marquette 
University. 





A Policy for Reconstructive Period 


Washington, D. C.—It is understood on very good author- 
ity that a movement has been set in action at the War Indus- 
tries Board looking towards an important study of trade 
conditions after the war. The intimation is that the idea 
eminated within the past 48 hours from the White House. 

In spite of the fact that officials of the War Industries 
Board, including Chairman Baruch himself, have been trying 
to concentrate the industry of the country on the war pro- 
gram, it is known that some of the most active heads of the 
Board have been exceedingly anxious about our foreign trade 
situation in connection with after the war conditions. 

One of the most important matters which now confronts 
war time activities in Washington is the fact that immediately 
upon the conclusion of peace all of the regulatory war activi- 
ties cease to exist. If some legislative action is not taken and 
these Government bodies go out of existence without being 
able to continue in their regulatory capacity, it is freely pre- 
dicted that a chaotic state will certainly exist in the industry 
of this country. 

It seems that some action should be taken by Congress in 
this connection in the very immediate future either towards 
letting the War Industries Board continue to a certain extent 
in its regulatory capacity or to legislate into existence another 
Government body to help work out matters during the recon- 
struction period. Intimations here at this time are to the 
effect that this whole matter is being gone over carefully and 
immediate consideration is being given administration offi- 
cials. 





Merchandising—A la Francais 

Fix up the store a la Francais, for the boys when they come 
home from France. They'll appreciate it. Bear in mind 
they will buy new shoes for their wives, and their children, 
and for their best girls, if they have no wives. So put some 
of the French cleverness into the store arrangement, and the 
French vivacity into the merchandising campaign, and watch 
for some pretty styles, a le Parisienne. Our dull, monoto- 
nous government-regulated styles will not endure until dooms- 
day. The pretty shoes, like those of Paris, will please many 
a boy, when he comes marching back from France. He will 
buy them for his sweetheart. So fix up. the store ala Fran- 
cais, and surprise the boys when they get back. 
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“A Perfect Dressing 
for Every Shoe”’ 


BRAND” 


POLISHES 


In these times of scarcity of raw materials it is reassur- 
ing to the merchant to know that he is dealing with a 
concern of unbounded resources and tremendous facili- 
ties—a concern big enough to maintain quality despite 
temporary exigencies. The unvarying quality of 
“EAGLE BRAND” Polishes has created an over- 
whelming demand for them—so much so that we are 
at present exerting our every effort to supply the trade 
with stock. It would not be difficult to increase our 
production if we varied the ingredients in “EAGLE 
BRAND” Polishes—but the name “EAGLE BRAND” 
shall know no stain of character or quality—no matter 
what the conditions. 
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The Mark of Quality 


The American Shoe Polish Co. 


CHICAGO, U. S. A. 
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Shoes for Every 
Member of the 


Kamily 


A big house of long establishment with ample resources to take 
care of its trade and customers in a highly satisfactory manner. 
When R. P. SMITH & SONS COMPANY is mentioned it is 
only with terms of praise and confidence—for merchants have 
learned to consider this firm paramount with dependability and 


—J| 





2) Cd | 


Cc 


honorable dealing. 


MEN’S, WOMEN’S 
and CHILDREN’S 
SHOES 


A complete line always in stock and ready to be shipped im- 
mediately. This bears a meaning of double significance nowa- 
days. A further inducement is that R. P. SMITH & SONS CO. 
quality and prices remain consistent—as our customers have 
probably noted in the samples displayed by our salesmen. 
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Send for Quick Service Bulletin 


R-D-SMITH & SONS CO: 
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To War Industries Board, 
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via “Boot and Shoe Recorder,”” 


State of Oklahoma will abide by regu- 


lations as now stand and will co-operate 


to achieve conservation and economy. 


J. E. BRECHEISEN. 


President Oklahoma 
Retailers’ Association 


Merchants of Milwaukee Co-operate 


Milwaukee, Wis., Nov. 7—Unquestionably the most im- 
portant and far-reaching development in the retail shoe trade 
of Milwaukee during the last year or more is the rejuvenation 
of the old Milwaukee Shoe Dealers’ Association, once an enter- 
prising and aggressive factor in the business life of the 
city, but more recently engulfed in inactivity, which in the 


WM. H. KENNY 
Milwaukee 
Secy.-Treas. Wisconsin Retail Shoe 
Dealers’ Association 














strong Rooseveltian lexicon should be called innocuous desue- 
tude. Now new blood has been infused into the veins of the 
organization and it has been launched anew to take its proper 
and rightful place among the numerous active bodies of retail 
merchants now existing here. 


Necessity ef Organization 


It might be said that it took a world war to bring organi- 
zation in the Milwaukee shoe trade to life. Before the war, 


shoe men generally agreed that organization was desirable. 
But a multiplicity of problems growing out of the complex 
situation of all business men in time of war has made organi- 
zation not only desirable, but an absolute necessity. Today 
business can hardly be carried on without it. 


The Immediate Factor 


The immediate factor which led to the rejuvenation was 
the promulgation by the War Industries Board of its famous 
shoe regulation program. In the confusion of the moment, 
shoe dealers knew not where to look for advice and comfort. 
The old association was taken from the shelf and made to 
serve as the guide and counselor. It was a last straw to be 
grasped at when the idea first presented itself. Within a 
period of a few weeks that straw has developed into a staunch 
oak, to which even the shoe man who did not take much stock 
in “societies” has rushed for protection and assistance. 


Wisdom of Organizing 


It required only two or three meetings to prove the wisdom 
of organizing. In fact, the first meeting late in September 
established this beyond a doubt. Between eighty and ninety 
of the best dealers in the city came in response to the call. 
Practically every man among them took advantage of the 
opportunity to sign the muster-roll and thereby agreed to 
stand his just share of the small financial burden and lend his 
moral support in unlimited measure. 


Selection of President 


The selection of A. B. Caspari, of the Caspari & Virmond 
So., 63-65 Wisconsin Street, as president of the association 
was among the first steps which proved that the Milwaukee 
shoe trade was on the right track. Mr. Caspari was head of 
and one of the hardest workers in the old association and its 
relapse into inactivity was no fault of his own. 


Result of Election 


The result of the election surrounded President Caspari with 
a staff of untiring workers, among them: Otto A. Hensel, 3416 
North Avenue, First Vice-President; Harry Lucas, of Guen- 
zel & Lucas, 731 Third Street, Second Vice-Preisdent, and 
Bernard Lamers, of Lamers Bros., 354 Grove Street, Secre- 
tary and Treasurer. The directors are: Joseph A. Schu- 
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Large, well | y | Where the 
lighted shoe ( shoe trade 
sample a a feels at 
rooms a home. 


sé 
Sf - ce" 
ste nes 
y 


2 


Re 


IN THE CENTER OF SHOE ACTIVITIES 


HE MORRISON—The Hotel of Perfect Service—is the 
logical headquarters for the shoe trade. Merchants .are 
near the wholesale district. Manufacturers and salesmen 

are near the retail center. You're right in the heart of the loop 
when you stay at the MORRISON. 


Rates $2.00 up, with bath, circulating ice water, and the most 
modern comforts in every room. Make it a point to stop at the | 
MORRISON—where the shoe trade feels at home. 


Morrison Hotel 


Clark and Madison, Chicago 
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Tangible Evidence 
That Tells the Story 


When the demands for an adver- 
tised article constantly increase— 


is 


When the purchasers come back 
again and again for the same kind 
of merchandise— 


fons ms AEN pring ccnmrnel Ping 
#) 7 . 


Then is a merchant able to know 
that he is offering his trade the 
goods they really want. 


Stet OPIS 4: 


Buster Brown SHOES 


For Boys—For Girls 


made over the famous Brown Shap- 
ing Lasts, by the rapidity of their 
increasing sales, are proving to mer- 
chants the wisdom of their choice in 
selecting the shoes-that parents want 
their children to wear. 


Let us tell you about the exceptional 


features in this line. 


SALESROOMS 


New York, Chicago, 
San Francisco 
And All Principal Cities 


F 108 — Girls’ “BUSTE 
BROWN” Gun Metal Lace 


re, Wrowr Gao Gowigainy 3 


Manufacturers ST. LOUIS, U. S. A. 


Salesrooms—New York, Chicago, San Francisco and all Principal Cities 
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ea To War Industries Board, ins 
via “Boot and Shoe Recorder” 
The Oregon Shoe Retailers heartily endorse Si ; : 
Government regulations regarding prices of 
shoes now in effect. We endorse Liberty 
shoe program. Think it will work good, i 
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shit hereafter, and that we can under the pres- \ 


’ 


ent -plan co-operate to conservation of 


ff materials and man-power. a 


WILL A. KNIGHT, : 3 


Oregon Shoe Retailers’ Association. 











macher, 109 Grand Avenue; Frank Janacek, of Janacek & 
Pokorny, 1451 Fond du Lac Avenue; Julius J. Matis, 415 
Eleventh Avenue; Frank L. Kuczynski, of the Czechorski 
Shoe Co., 487 Mitchell Street, and Joseph J. Klawitter, of the 
Florisheim Shoe Co., 217 Grand Avenue. 


Four Tons of Shoes for Belgium 


The outstanding feature of the association’s work, so far as 
public appreciation is concerned, is the collection of more than 
four tons of cast-off shoes by its members in behalf of the suf- 
fering people of Belgium. It required a considerable over- 
load of a large motor truck to haul the combined collection of 
more than 500 packing cases filled with old footwear from 
the headquarters to the shipping point. Each case contained 
from 15 to 18 pairs. The second collection is now under way. 


Over-Subscription to Liberty Loan 


Organization also made it possible for the shoe dealers of 
Milwaukee to oversubscribe the Fourth Liberty Loan by 
nearly 20 per cent, in the face of the heaviest demand by far 
that has yet been made upon their purses. More than $50,000 
was subscribed. 

In a previous campaign to raise $600 as the shoe men’s 
share of a local fund used to finance the business management 
and advertising of various forms of war work fund and 
Liberty Loan solicitations in Milwaukee, the association suc- 
ceeded in contributing nearly $800. 


The Chief Factor 


The great value of the association, however, has been the 
splendid work it is accomplishing in the direction of promot- 
ing compliance with and observance of various rules, regula- 
tions, requests and suggestions made by governmental au- 
thorities for the government of the shoe trade and other retail 
business. By counseling as members of an association, the 
dealers have derived a broad conception of duty and provided 
with sound advice in respect to the manner in which the duty 
is best done. In the deliberations over the War Industries 
Board regulations, the association likewise has given yeoman 
service to its members and other shoe men alike. All shoe 
men of standing who are not members are regarded as poten- 
tial members and the associaion is broadminded in its service. 


Knocker Rapidly Disappearing 


The existence of the association has been a most heartening 
factor in the conduct of business in general, and under war- 
time conditions in particular. Competitors are met as fellow- 











members and fellow-business men rather than merely as 
competitors. The hand of good fellowship is outstretched by 
men who formerly might have passed each other with merely 
anod. Petty differences have been forgotten in the newer 
conception of mutuality. The “knocker” is rapidly disap- 
pearing since he has come into intimate personal contact with 
his competitor and talked over mutual problems, sought and 
been given advice, and helped over the rough spots in the road. 


No Complaints on Conditions 


Despite obstacles that at times seemed almost insurmount- 
able, the shoe trade of Milwaukee has no word of complaint 
to make in regard to business conditions. Stocks have been 
moving with facility and on a fairly even keel. There have 
been such unusual situations as a.severe epidemic of influenza, 
now fortunately in its last stages, and climatic conditions 
have not been uniformly favorable. Nevertheless, business 
has been good and the trade as a whole looks forward to a con- 
tinuance of good trade through the the remainder of the Fall 
season and during the Winter. None will venture predictions 
as to business next Spring, but at the same time no one is 
willing to point out any special reason why trade should 
not be active then. 


Immediate Turn-Overs 


Because of the climatic conditions and seasonal influences 
peculiar to Milwaukee, it has been deemed necessary to 
market high-priced goods beyond the limits of the Govern- 
ment order at once. Cold weather already is here, and within 
three weeks or a month snow will be flying in Milwaukee. The 
Winters here are severe and run well into March. April and 
even the first half of May are not seasons which are conducive 
to the marketing of $16, $18 and $20 goods, even at cost. So 
it remains for dealers to turn over their merchandise at once, 
lest they be left with expensive goods on their shelves or 
stored away when the new deal goes into effect. The laity 
hardly knows that this is going on. It does know, 
however, that regulations have been issued, and it assumes, 
from what it has read in the newspapers, that they already 
are in effect. This situation necessitates much explanation 
and analyses to correct misapprehension and wrong impres- 
sions. It has hurt the shoe business, without question. 


General Condition Active 


In general, retail shoe trade in Milwaukee is active and 
conditions are sound. Stocks have been kept within due 
bounds, in view of present and future conditions. 
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National Shoe Retailers’ 
CONVENTION 


ST. LOUIS 


January 6th, 7th and 8th 


(Hotel Statler) 





You can't afford to miss this wartime gathering of the shoe industry. 
You should get first hand information concerning the new 
rules and regulations of the. War Industries Board, 
Washington, D. C. 


Write for accommodations to Hotel Committee, St. Louis Shoe Retailers 
Association, Sixth.and St. Charles Streets, St. Louis, Mo. 





Nov. 9, 1918 
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Jobbers! 


Manufacturers ! 


Three thousand retail shoe merchants will attend this convention. Show 


them your line. 


Good space for exhibition purposes is still available. Write at once 
for blue print of space to Chas. E. Williams, Chairman Display and 
Booths Committee, Sixth and St. Charles Streets, St. Louis, Mo. 


If you're looking for orders, you will get them in St. Louis—if you're 
sold up, bear the future in mind and show your line anyway. 


This convention is destined to go down in history as the most im- 
portant business gathering of its kind ever held. You can't afford to 


miss it. 
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| STYLES THAT ARE SELLING WELL 
| 


4915 

Gray Kid 

9-inch Top 

18-8 Full Louis Wood 


: Footwear 
That 
Appeals 
To the 
Well 
Dressed 


Woman 


Heel | 
Aluminum Plate | 
Turn 


AA, A, B,C....$8.00 


4917 

Blk. Kid 

9-inch Top 

18-8 Full Louis Wood 
Heel 

Aluminum Plate 


Turn 
| AA, A,B,C... .$6.75 
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4819 4818 





Tony Red Side 
81-inch Top 
Imitation Tip 
White Welting 
13-8 Leather Heel 


Brown Kid Vamp 


Brown Cloth 9-inch Top. 


Imitation Tip 
16-8 Leather Louis 
Heel. Aluminum Plate 


$5.00 


Brown Kid Vamp 
Brown Cloth 84-inch 
Top. Imitation Tip 
12-8 Leather Heel 
McKay 


Same as above in gray 


JAMES CLARK COMPANY 


Distributors 


“KEWPIE TWINS” DANIEL GREEN FELT SLIPPERS 


HOOD RUBBERS 


ST. LOUIS, MO. 


NOVELTY SHOES 
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ing compelled to strain.every facility and to operate 

at the utmost limit of capacity in order to make a 
legible impression upon the huge volume of business, both 
Governmental and civilian, which is at hand, and which 
continues to be sustained by a stream of new orders. The 
condition of business is such that a maintenance of present 
full schedules will be required for at least four to six months 
ahead, even if not another order should be accepted from 


this time forward. 


YY eee: boot and shoe manufacturers are be- 


Business Pressing 


There never has been a time in the experience of local 
manufacturers when business has been so broad and so 
pressing as it is today. Although many factories have pro- 


vided additional capacity up to 100 per cent during the last 
eight or twelve months, and several new factories of very 
liberal dimensions have been established here, not one is able 
to keep production on a par with the amount of work offered. 


Capacity—Materials—Labor 


The situation involves three principal problems—adequate 
capacity; adequate supplies of materials, and adequate sup- 
plies of labor. Under existing conditions respecting new 
construction, virtually nothing can be done to relieve the 
situation. The difficulties of obtaining new machinery of any 
kind nearly preclude the possibility of employing suitable 
exisiting structures as plant additions. Allocation of ma- 
terials of all kinds on certain classes of work in hand and the 
complete occupation of capacity of manufacturers of leather 
and other necessary materials make it impracticable to greatly 
extend boot and shoe manufacturing capacity. But the 
greatest obstacle of all is to procure the labor which is neces- 
sary to man new facilities. The fact is, there is hardly enough 
labor to supply existing requirements. And in comparison 
with other shoe manufacturing centers, particularly the East, 
Milwaukee occupies perhaps the most favorable position of 
all in respect to labor supplies. 


’ Expansion and Conservation 


While expansion of the industry here has been exception- 
ally broad, it has been prosecuted with due conservatism, for 
none deems it wisdom to provide all of the capacity required 
by a sudden and unexampled emergency such as that which 
has been existing during the greater part of the past year, and 
then to be left with an enormous capacity when conditions 
return to a more nearly normal point. 


The Immediate Concern 


The immediate concern of manufacturers in the Milwaukee 
district is labor. In normal times, the average factory here 
used approximately 75 per cent men and 25 per cent women. 
Today the ratio is approximately 50-50, with the balance, if 
any, leaning toward females. A year ago it was a relatively 
easy matter to procure woman labor; today it is almost im- 
possible. Not only have other industries competed keenly 
for the supply of females, but there has been an enormous 
amount of shifting. Many women no longer are satisfied to 
wear working clothes, when there is so much opportunity to 
enter occupations that induce a better quality of raiment. 
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It appears now that the reservoir of woman labor has been 


drained. 
**Work or Fight’’ Order 

During the past two months, the énforcement of the “work 
or fight’’ order, coupled with the voluntary shifting of males 
from the less essential to the highly essential industries has 
provided some relief to the shoe manufacturers. This, how- 
ever, has involved a large expenditure of time and energy in 
training men without the least experience in the particular 
occupation. But there have been many other highly essen- 
tial industries here to bid for a part of this supply of men thus 
released. Milwaukee is one of the principal machinery and 
metal working centers of the world today, and the large num- 
ber of plants engaged in the production of direct munitions of 
war has formed a stiff competitor for the shoe industry, which 
likewise occupies a very high rank among the industries of the 
city and the nation as a whole, it may be added with pardon- 
able pride. 

Maintaining and Recruiting 

Some manufacturers feel that they will have accomplished 
much if they can only keep their present forces intact, to say 
nothing of enlarging them. On the whole, the present main 
effort is in the direction of maintaining working forces, at the 
same time neglecting no opportunity to recruit additions. 


Factories Oversold. 


Practically every factory at this time is largely oversold, 
due to the double strain of war work and ordinary civilian 
requirements. Many of the local factories found it necessary 
to call in their traveling representatives as early as October 
26 and others as early as November 1. Most of the men on 
the road have not been able to go over their territory more 
than once. The period of their road work has been shortened 
on the average of thirty days because their factories already 
are so swamped with business that it would be folly to make 
direct solicitation of more for the present. 


Road Work 


Present indications are that the men will be sent off at the 
usual time next year. Manufacturers figure that conditions 
will be such that road work can be resumed late in January or 
early in February. 


All Kinds and Classes of Footwear 


The nature of the shoe manufacturing industry in Mil- 
waukee and environs is such that the recently promulgated 
orders in respect to price classifications by the War Indus- 
tries Board involves few if any changes or important readjust- 
ment. In this respect the Milwaukee district has been per- 
haps more fortunate than numerous other manufacturing 
centers. In the opinion of some manufacturers, this situation 
is one which will contribute much toward making the position 
of Milwaukee as one of the greatest shoe manufacturing com- 
munities in the world even stronger than it already is. | While 
Milwaukee is known as a producer of the work-shoe, it has 
risen high in the ranks of producers of dress shoes in recent 
years and if it has not arleady reached the point, it soon will 
be classed as one of the very greatest makers of all kinds and 

(Continued on page 85) 
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Star Brand Shoes 
Are Better 








ROBERTS.JOHN: 


MANUFACTURERS Branch of Interntional 
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They Cost Less 
Per Month 


ST. LOUIS 


Nov. 9, 1918 
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PRE-EMINENTAS A 
SHOE azo LEA’ 
center of: the West 


is embraced in 
MENS, BOYS, LITTLE. GENTS, 
WORK SHOES, DRESS SHOES 
WOMENS MEDIUM and 
DRESS SHOES, CHILDRENS 
SHOES, LEATHERS 
FINEST QUALITY. & 





The Products of a man’s hands are a direct 
reflection of his mental attitude—of his . 
thought. Good honest products can only 
come from good honest intentions. That’s 
why Milwaukee Leather and Milwaukee Shoes 
are good and honest, why Milwaukee market 
is growing and why these firms are leading 
that market. 


a & METCALF 


Men’s and Boys’ Work 
and Dress Shoes 
F. MAYER BOOT & SHOE 
COMPANY 
Makers of Honorbilt 
Shoes for Men, Women 
and Children 
THE MENZIES SHOE CO. 
Men’s and Boys’ Dress 
and Work Shoes 
PFISTER & VOGEL 
LEATHER CO. 
Shoe Upper, Sole, Harness 
and Glove Leather 


NUNN, BUSH & WELDO 
SHOE CO. - 
Men’s and Boys’ Work 
and Dress Shoes 
OGDEN SHOE COMPANY 
Fine Welted Shoes for 
Men 
ALBERT TROSTEL & 
SONS COMPANY 
Fine and Service Leathers 
WEYENBERG SHOE MFG. 
COMPANY 
Men’s. and Boys’ Work 
and Dress Shoes 
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Why Milwaukee F orges Ahead 


A Name That Stands for an Idea 

A City That Is Different 
| 
| 


HENEVER a man achieves any considerable degree of success 
| \ \ and is looked upon by his neighbors as a man to be honored for 
what he has done, rather than for what he has got, it is a pretty 

safe bet that his success and greatness have been built upon a sound sub- 
stantial principle. Such success has been the result of playing the game 

fair. 





, Just so with a factory, or a community of factories; few manufac- 
turing cities as a whole have incorporated this idea into the product 
| manufactured to the extent that Milwaukee has done it. 


Whether the product be iron or steel, leather or shoes-the underlying 
principle is the same—Honest quality of basic materials and honest 
quality of workmanship. That is why Milwaukee is forging ahead. That 
is why Milwaukee is different. 


Milwaukee leather is recognized the world over as good leather, but 

more than that, it is recognized as beautiful leather having those qualities 

_ that appeal to the good sense and taste of the consumer. And so Mil- 

waukee is building tanneries. A few years ago an Eastern city had a 

great fire, its big tanneries burned to the ground; no new blood, no 
vision of the future; the tanneries were never rebuilt. 


Milwaukee builds, expands—It forges ahead. 

The shoe buyer who is acquainted with Milwaukee products has no 
misgiving as to quality. He knows Milwaukee shoes are quality shoes 
built on principle. 














That is why American capital is being attracted to Milwaukee. That 


is why Milwaukee is forging ahead, is rapidly becoming the pre-eminent 
shoe centre of the nation—which means of the world. 


Style and plenty of it where style is desirable, but always quality. 7 | 
| 
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The Edmonds U. S. Army 
Shoe! 


Made in the Factory. of a SINGLE Shoe!! In ONE 
leather and over ONE last!!! Fully 50 cents lower in 
cost than its nearest quality competitor! We give you 
the benefit in QUALITY and PRICE of our LARGE 
output! AA to EF, 5 to 12, sizes and half-sizes. 





Sole Leather Outersoles, Grain Sole Leather innersoles, 
WHOLE lift GRAIN leather heels, GRAIN leather 
inside counter pockets, and heel stays, full length back- 
stays, full length vamps, inside GRAIN leather vamp 
reinforcements, full length outside back stays, fast color 
eyelets, steel shanks, etc. 


We'll Gladly Send Samples and Illustrated Particulars. 
In our Highly Specialized factory there is but ONE stand- 
ard—the EDMONDS standard—a standard much higher 
than the Edmonds Price. 


(PRICES SUBJECT TO CHANGE WITHOUT NOTICE.) 


Edmonds 
Shoe Company 


Milwaukee Wisconsin 
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Milwaukee a Market of Merit 

(Concluded from page 77) 
classes of footwear in the world. The work-shoe has given 
way to the dress shoe only by reason of the rapid growth of 
the production of the latter class of merchandise, for the out- 
put of work-shoes has been and is still growing rapidly. A 
better balance between the two kinds of shoes is being estab- 
lished by reason of the enormous increase in the production 
of the finer grades. 


‘ Futufe Outlook Encouraging 


The outlook for the future is regarded as most encouraging 
by the Milwaukee manufacturing industry. While the dawn 
of peace is discerned and every hope is expressed that the night 
of bloody strife is done, no one welcomes the end more than 
local shoe men. No matter how much or how little the re- 
quirements of military footwear may decline in the coming 
months, there is every reason to believe that the prosperity 
of the shoe industry, not only, of Milwaukee, but of all 
America, is destined to even greater enhancement than under 
strictly war conditions. 


Well Defined Program 


With characteristic foresight, local shoe manufacturers 
began to plan for the end of the war before it had fairly begun. 
Today, as hostilities are coming into closer and closer limits 
of confinement, with every prospect of a cessation within a 
few months, if not a few weeks or even days, there already 
is available a well-defined program of action to put into effect 
when war work has passed almost out of existence, and 
capacity again is at hand for all-civilian purposes. 


Campaign for Export Trade 


The program of the future involves mainly an energetic 
and aggressive campaign for export trade. Milwaukee shoe 
manufacturers are convinced that when the channels of com- 
merce to foreign countries again are opened wide, the industry 
will be called upon to supply a demand that will make the 
enormous requirements of this day look insignificant. Growth 
and progress will not stop here, despite the expansion that 
has taken place to meet an emergency such as the world has 
never known. The post-war period, if local manufacturers 
read the signs of the times right, cannot help but bring a de- 

_mand from the four corners of the earth that will necessitate 
constant enlargement of productive facilities. 


Building Foundation 


The attitude of the local industry has not been to wait for 
the post-war period to seek export outlets, but to build a 
foundation while such channels are only in prospect. For an 
entire year every possible effort has been extended to create 
a prestige in foreign lands; to lay the groundwork of contact 
between factory here and dealer there; to link ‘‘Milwaukee”’ 
and “‘Shoes”’ so closely that when the time comes for American 
manufacturers to actually reach out for and accept foreign 
business, foreign dealers will look to Milwaukee first. 


A Cherished Ambition 


A cherished ambition of Milwaukee shoe manufacturers is 
to make this the premier production center of America, and 
as such, of the universe. It used to be a dream; now it is com- 
ing to be a reality. Already one of the greatest tanning and 
leather manufacturing centers in the world, Milwaukee makes 
no secret of its plan to capitalize this rank in favor of its shoe 
industry. Already some of the large shoe producers of the 
East, who come to Milwaukee to buy raw materials, are 
considering the wisdom of the idea of relocating their fac- 
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Nunn,’ treasurer. 





tories in this city to be near the source of leather and to take 
advantage of the relatively favorable labor market. 


Shoe Sales Association 


Several months ago the sales managers and their first 
assistants, of Milwaukee shoe factories got together at the 
dinner table. The formation of the Shoe Sales Association 
was the result. This galaxy of boosters in a short time has 
formulated plans, now being put into effect, to place Mil- 
waukee at the very peak of the industry. 


Statistics 

The Shoe Sales Association meets regularly on the first and 
third Fridays of each month at the new Milwaukee Athletic 
Club. Committees are now at work on the collection of 
statistics concerning Milwaukee’s shoe and leather industry. 
In time these figures will be embraced in literature, to be is- 
sued serially at 30-day periods, for enclosure in every piece of 
first-class mail that leaves a Milwaukee factory or wholesale 
house. 

Milwaukee’s ‘‘Coming”’ 

The campaign being made by the shoe industry has its 
counterpart in all of the other large and important industries 
of the city. Sooner or later it will become a great co-operative 
movement for Milwaukee. The appellation of ‘Brewery 
City” was cast aside so long ago that it is almost an injustice 
to mention it now. In two or three years Milwaukee has 
grown from a population of 385,000 to more than 510,000 
inhabitants—and more coming every day. Her name is a 
household word ’round the world. There is pardonable pride 
in this warning: 

‘Look out for Milwaukee—she’s coming!” 





W. E. Weldon Active in Affairs of 
Nunn, Bush & Weldon Co. 


Six years ago when the Nunn & Bush Shoe Co. of Milwaukee 
was organized W. E. Weldon was made president; A. W. Bush, 
secretary, and H. L. 


These men have each 
held their respective 
positions ever since 
and each has been 
prominently connect- 
ed with the activities 
of the firm. 


Not until very re- 
cently, however, did 
Mr. Weldon’s name 
appear in the firm’s 
signature. At that 
time, the capitaliza- 
tion was raised from 
$1,000,000 to $2,000,- 
000, and the firm 
name changed to the 
Nunn, Bush & Wel- 
don Company. While 
Mr. Weldon has SSS 
banking interests in W. E. WELDON 
Texas, he resides in President Nunn, Bush & Weldon Co. 
Milwaukee. 

For some months past, Mr. Nunn has devoted his entire 
time to work in connection with the Shoes, Leather and Rub- 
ber Goods Division of the Quartermaster’s Department and is 
at present in France, getting first-hand information on the 
various phases of the Army shoe question. 
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Twenty five 
cents extra! 


Expended b our customer 
P y y ‘ HE popularity of HONOR- 
when purchasing a pair of farm BILT SHOES gives you a 


_ or work shoes will buy a box of big advantage. People 
know their sterling quality, and 


the question of value is never 
raised. 


; : Sales are made quickly and profit- 5 
: ably because of the splendid E 

& E reputation these shoes enjoy. 2 

= _—*F. Mayer Boot & Shoe Co. i 


Milwaukee, Wis. 


Farm Shoe Dressing | \ 
“| monoRB 


This means more SERVICE— 
more satisfaction to the wearer —* « 0 . 
with resulting good-will to you, . 20, W-Be 
the Shoe Merchant. 


This dressing is exactly the same 
preparation that Pfister & Vogel 


use in their tannery in stuffing : : 
4, weitamnmndlines Muss: Caiinian For Better Looking Shoes in Your 
ne ee S Window Use Mayhew’s Invisible 


thers. 
meen Top-Trees  .*.  .%. o%s ate ote os 
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It’s the “Tanner’s Own Dress- 
ing.” i. This Top-Tree flts inside 

a ae of the shoe—smoothens out 
= ‘ yt yey rough lines and is also en- 


25¢ . $22.00 : sont BP 
15¢ . 14.50 A tirely invisible. 


Sample ° 5.00 

Special $4.00 Order ye Sold by 

ldoz.25c, ldoz.15c, 2doz. Sample Size y .. " Jobbers or 
| 2 Direct 








Get a display stand 
for your store—sell 
a box with each 
pair of farm or \ i[For 

work shoes. Samples 


: 
5 
5 
: 
: 
: 
: 
= 
5 
=| 
= 
: 
: 
; 
: 
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Order from your No. 8—For Open Form or No Form 
WS for be —_ No. 6—For Closed Form 
lars af — No. 4—For Men’s Shoes Only 








Manufacturers 


James N. Mayhew Company 


Minneapolis, Minnesota, U.S. A. 


PFISTER & VOGEL 
LEATHER CO. 


MILWAUKEE, WIS. 


TOOT 

















SULT LOO 
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Total number pairs made for Government 

Total factory employees 

Number entering military service 

Subscribed to four Liberty Loans $213,700 


Contributed to various war charities 


In the face of war conditions, many of our men leaving for military service, the greatest number 
of changes among employees in our history, the ever increasing costs of production and of sup- 
plies—in spite of all this to contend with—WE HAVE INCREASED OUR PRODUCTION 
FROM 2700 PAIRS DAILY TO 4200 PAIRS SINCE JANUARY 1, 1918. 


At this time 4200 PAIRS ARE BEING MADE EVERY WORKING DAY AND SHIPPED TO 
THE RETAIL TRADE. 


UNIVERSAL “NUNN-BUSH” GOOD-WILL MADE THIS POSSIBLE. 


Battling past obstacles, many and great, this is our record. With you, Mr. Retailer, we now rest 
our case. WHAT IS YOUR VERDICT? 


MILWAUKEE SHOES 


exUN®Y Nunn, Bush & Weldon Shoe Co. @2UN®) 


MILWAUKEE 
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Where Quality Is Put Into 


K-Z Children’s Shoes 


Quality in children’s shoes is more than 
mere appearance. Quality as it applies to 
K-Z shoes is the result of many years 
specialization in the manufacture of a 
high-grade children’s shoe—building into 
the shoe the best standards of stock, 
material, workmanship, fit and style. 


The above plant in which K-Z Chil- 
dren’s shoes are manufactured exclu- 
sively ; possesses unequalled facilities for 
producing sound, sturdy, strictly high- 


grade children's shoes made to sell at 
popular prices. 


A uniform product—steady sales—satis- 
fied customers—a growing trade—these 
are assured all dealers who sell K-Z 
Children’s Shoes. 


Few merchants have failed to make 
quicker turn-overs in their children’s de- 
partment after putting in the K-Z Line. 
Think it over—and write us. 


KALT-ZIMMERS SHOE 
MANUFACTURING CO. 


MILWAUKEE, WIS. 
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& 
U t ] e * OR the duration of the war at 


least, everybody’s first duty is to 

our country. Whether it be manu- 
facturer, retailer or consumer, each must 
be mindful of the things which will .bring 
victory in the shortest time. 





We, recognizing our duty, have responded 
to Uncle Sam’s call by making our pro- 
portion of Army Shoes. We have also 
given some of our skilled operators to 
the service; these things have naturally 
slowed up civilian production. 


You have given us your co-operation, 
you have borne with us on belated ship- 
ments, you have been loyal, and all this 
we assure you, shall not be forgotten. 


When peace comes, your customers are 
going to demand the things of which 
they’ve been deprived. These you can 
give them because in appreciation of 
what you are now doing to assist us, we 
are preparing to meet your demands 
100%—you will find that the House of 
Weyenberg recognizes fully its responsi- 
bility to you. 


Weyenberg Shoe 
Mfg. Company 
Milwaukee ey Wis. 
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A WAR RECORD 


These DRY-SOX. Shoes 


were in continuous service for 17 
months and 18 days in the 
European War. 


THE AVERAGE LIFE 
OF AN ARMY SHOE IN 
THIS WAR IS 6 WEEKS 


Read the Remarkable History of This Pair of Dry-Sox Shoes 


These DRY-SOX Shoes were purchased by an American 

citizen who enlisted with the Serbian Army in the 

European War. The shoes were worn by him for the solid Oak 
entire time of his enlistment, beginning Dec. 25, 1914 Tanned Counter 
and ending May 7, 1916. 

‘During this time of 17 months and 18 days the shoes 

received constant service over some of the roughest 

country that had to be traveled in all the territory where 

the War raged, and at one time were never removed from 

the feet for 8 days. 

The F. Mayer Boot & Shoe Co., Manufacturers, again ee 
came into possession of these shoes after the wearer ; 
returned to the United States. 


DRY- SOX 
SHOES “meen 


The Shoe of Special Quality and Con- 
struction for Wet Weather Protects You 
in Wet and Cold—Keeps Your Feet @ — 
Dry and Warm. > 2 SF Ni onde 
Send for Catalog 22933 tt Solid Oak Tanned Out Sole 
F. MAYER BOOT & SHOE CO Seale Uae thames Nagamine aoe eee 
' "MILWAUKEE, WIS. poe toe parse 
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GOING! 


Get busy before they’ re gone. 
No more at these prices. An 
opportunity lost to buy aBoy’s 
shoe that sells will always be 
regretted. Mail your order to- 
day-- now --delays are damag- 
ing to dealers out for the dol- 
lars. ‘‘Money back’’ if shoes 
are not satisfactory. Immedi- 
ate action your protection. 


Orders accepted 
to extent of stock 
on hand. 


$1.65 


Little Gents 


N.B. Dealers will, we feel, be 
only to glad to co-operate with 


us in making this offer by Chocolate Elk Outing Bal. 


placing orders for not less than Also in Smoked Horse. Good 
- ump ers. ome Re- 
24 pairs. No order for less can sistot Treated Shiai 


be accepted. Boys’ sizes 1to51-2 Price, $1.87 1-2 
Little Gents 9 to 13 1-2 Price, $1.65 


ELLET-KENDALL xansas‘crty mo. 


1867 FIFTY-ONE YEARS OF SHOE SERVICE 1918 
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Protection «a Comfort 


Shoes to protect the foot against “Arch Troubles,” or shoes to correct this trouble 
have been on the market for years and in a sense there is a similarity in all of them. 
One maker may claim superiority for his shoe over all others based on the fact that 
according to his notion his particular shoe is built along more scientific lines. This 
may or may not be correct, but in so far as the merchant knows by looking at the 
shoes, there is no difference. They are all built on broad lines, wide toes, wide shanks, 
low heels, etc., certainly they are not things of beauty to look at. 

We have changed all this in that we show you a shoe which has every qualification of all other 


shoes as to protecting, preserving, defending and relieving the wearer of “‘arch troubles” with some 
things which the other “Arch” shoes do not have, and to this we have added the very potent and 


essential element of style. 

















The two small bones (indicated 
by Fig. immediately under 
the ball joint of the big toe, if 
resting on a perfectly even surface as the average in- 
sole isconstructed, naturally cause a pressure upward 
and backward on the bones that form the arch. This pres- 
sure is constantly there and is either so severe or so continuous that it eventually 
causes a break or a weakness in the arch which creates what is known as flat foot. 
In the Maco Arch D-fend-r Shoe this is taken care of. The sole is shaped to per- 


mit this part of the foot to fit in not on. 
















At the point indicated by Fig. 2 we have a heaviness 
due to the size of muscles. and tendons on that part of 
the foot running from the ball joint of the little toe 
back to the shank. And in this, 
too, the sole is shaped to permit 
this to fil in rather than on. You 
can actually feel these indenta- 
tions on this insole 
with your 
fingers 














Now the reason why the soles on Maco Arch D-fend-r Shoes will wear one-third longer is 
because the shoe is so constructed that there is an even pressure from the foot on the entire 
sole. It is not heavier at one point that at another. 






And the heel will not run over for precisely the same reason. There is an even pressure all 
around. We know that the Maco Arch D-fend-r Shoe is constructed in a manner that causes 
the constant massaging or exercise of the muscles and the flesh, this causes a proper blood 
circulation and will in time actually remove corns, bunions and callouses. Of course, we 
make this shoe in the heretofore accepted styles for shoes of this type. That is with very 
low heels and the broad toes. Some of our customers still insist on having that type but this 
style feature is the one thing previously lacking to build a big business in this sort of footwear. 













“Go HELMING- 


ee ee ee eee A TT 
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with ST YL 


Tuink of an “Arch D-fend-r”’ Shoe with a narrow toe and a high heel. It is not a 

ossibility of the future—it’s an assured fact of today. It’s not an experiment, 
it’s a proven condition. It’s a creation of our factories through a process that is, 
of course, secret in the one vital point necessary to add to the shoe the element 
of style to which we refer. 


Look at the two shoes shown in this ad.. When you recall to your mind other 
“arch” shoes that you have seen or are selling, you will probably find it hard to 
realize that these shoes possess those features which are essential in footwear of 
this character. But it isa fact. They provide protection, give comfort and possess 
style to a marked degree. 


That condition confronts you no longer. The style element has been added by the Helming-McKenzie process. 
Put the Maco Arch D-fend-r Shoe on your shelves, show them to your customers and you'll soon be putting 
them on their feet. We have been marketing this shoe for two years. It’s been giving perfect satisfaction. 
The sales are increasing every day. Not only are new customers being added to our list, but re-orders are com- 
ing in from our trade who have been selling the shoe for the past two years. This more than anything else 
proves that the shoe is all we claim for it as to “Arch” construction. 


This style quality which we have added is seen at a glance, 
but here is another point that isn’t visible to the eye, yet it 
actually exists. The heels will not run over and the soles will 
last just one-third longer than on other shoes. Why is this? 
You know in nearly all cases the sole wears out in some one 
spot, but the rest of the sole is still good. This is not due to a 
weak spot in the sole leather, but because there is more pres- 
sure from the foot on that one spot than on the rest of the 
sole. 2 : 


Here is the arch of the foot (in 
Fig. 4). Immediately under 
these bones run the large mus- > 
cles of the shank. These muscles need ; exercising. 
They should not become paralyzed and that’s where the 
massaging caused by wearing “‘Arch D-fend-r’’ Shoes 
in. ; 
‘The ecet of the heel (Fig. 3) is important. The bone seat is not 
Many of eS in the center of the heel, it extends eee . cree es pe < 
customers who should be The last over which Maco Arch D-fend-r Shoes are ma 
care of this point. It is higher on 


ween beng shoes the inside and rounded as is the heel 
simply won't do it and itself. This makest he pressure of the 
heel even over the entire heel 


merely because up to cietieandeam ainda 
now this sort of a shoe innieaigtnahe: 
has made their feet look Samples sent on request 


large and clumsy. 


MSKENZIE Hes 


a on U es are stylish —very stylish 























Experiences of Manufacturers 


with Neolin Soles 
(Told by Themselves } 





E. W. Burt, Manufacturer of Ground Gripper Shoes, writes as follows to The 
Goodyear Tire & Rubber Company: 


Gentlemen: 


After investigation and trial of several makes of 
composition soles we found that Neolin Soles proved to be the most 
satisfactory and best wearing composition sole in our opinion 
in the United States. 


The Neolin Sole has now been adopted by us for use on 
the "Economy" Ground Gripper shoe. We have found it very durable 
and satisfactory in our retail stores. The customers take Neolin 
Soles without hesitation. We have reduced our selling cost at 
retail by a great saving in time, explaining the advantages of 
composition soles by the use of Neolin, which,is now understood by 
the public to be absolutely reliable in every way. Complaints by 
customers are very few on the use of this sole and personally we 
believe that your soles are superior to leather soles offered 
today for civilian use at twice the price. Government requirements 
have eliminated the very finest quality of leather soles and the 
weight required by the government will not allow civilian shoes to 
be made with any soles heavier than 8 1/2 iron, consequently we 
believe civilian shoes will not wear as well as formerly, and if 
conditions continue in the future as they have in the past, we may 
decide to use Neolin Soles on our entire output of Ground Gripper 
shoes which is now running at the rate of over $1,000,000.00 yearly. 


Very truly yours, 
E. W. Burt, President 





_ There could be no more conclusive evidence of the genuine 
merit of Nedlin Soles than the facts related in this series of 
shoe manufacturers’ letters. 2The men who are telling their 
experiences with Nedlin Soles (in this and coming issues of 
this journal) are keen business men whose success is based on 
manufacturing shoes that give satisfaction to the consumer. 

- They use NeGlin Soles because Nedlin Soles measure up 
to the standards of quality which they must maintain—in 
order to maintain the good reputations of their products. 


The Goodyear Tire & Rubber Company, Akron, Ohio 


edlinSoles 


Trade Mark Reg. U. S. Pat. Off. 
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New Home of Novelty Shoe Co. 


Novelty Shoe Co.’s New Headquarters 


The Story of a Modern Business 


What is regarded as one of the largest and most beau- 
tiful shoe wholesale houses of Chicago are the new 
headquarters of the Novelty Shoe Co., located at 
30-32 South Wells Street, just across the street from their 
former location in the Lees Bldg. The rapid growth of this 
concern is a splendid tribute to the live-wire officials who are 
responsible for its steady climb to one of the largest whole- 
salers of women’s novelty shoes in the city. 


Three Years Old 


This young concern started in business in the month of 
October, 1915, in a small 12 x 20 room on the eighth floor of 
the Lees Bldg., and before it had been established one year 
it was compelled to move four times, each time into larger 
quarters, to adequately accommodate its surprisingly growing 


trade. 
Policy of Expansion 


For two years the Novelty Shoe Co. has been occupying 
quarters on the second floor of the Lees Bldg., but constant 
expansion has forced them into their new building, which is 
located almost at the very entrance to the wholesale shoe 
district. ji 

Description 

Their new home is called the Novelty Shoe Building, of 
which they occupy the first floor and basement, second and 
fourth floors. It has large windows in which are set eighteen 
inch glass show cases, wherein their latest receipts in shoes are 
shown. The store has two entrances and to the right upon 
entering are two big sample rooms where the displays are 
shown. At the left are the offices and a private, comfortable 
conference room for the use of customers. The entire fixtures 
and woodwork are of quarter sawed oak. Directly in back 
of the sample rooms and offices is a wonderfully arranged 
stock room paneled off with quarter sawed oak. 


Personnel 


This live shoe house has twenty-six employees and eight 
salesmen, six of whom are on the road. It has always spe- 
cialized in ladies’ novelty and staple footwear and its slogan is 
“In stock first.” Its officialh—Ed Weissburg, Archie Weiss- 
burg and Dave W. Saifer, while comparatively young in age 
and energy, have all had long experience in every branch of 
the shoe business. 


Extension to December 31, 1918 


Washington, November 5, 1918.—On October first the final 
cuttings of pearl, smoke and natural chrome leathers not 
conforming to the regulations of June 29, ceased. For the 
duration of the war none of these leathers will be permitted 
to be manufactured into footwear. 

On and after October 15 the recommendations of Septem- 
ber 30 are in effect. However, such skins, leathers and 
fabrics of the medium brown and tan, eliminated in the 
additions and amendments adopted September 30, may be 
made into shoes, and the skins in the process of being manu- 
factured may be used up in the ordinary course of business. 

Shoes not conforming to the amendments and additions 
adopted September 30, which apply to unfinished contracts 
and orders booked prior to October 15, may be made, pro- 
viding they are cut not later than December 31, 1918. Such 
shoes need not be stamped with the class letter, providing 
they exceed the maximum retail price of Class A and pro- 
viding the manufacturer secures a special permit from the 


_Hide, Leather and Leather Goods Division of the War In- 


dustries Board. 
All shoes, on and after October 15, that come within the 


maximum retail price of Class A must be stamped with the 
retail number and the class letter. 


Fibre Sole Contracts Placed 


Washington, Nov. 5.—The Navy Department today placed 
contracts for 175,000 pairs of fibre-soJed shoes, proposals for 
which were opened some time ago. Fibre soles and half heels 
for these shoes will be furnished by the department, but it 
has not yet been decided what types will be adopted. 

Joseph M. Herman & Company, Boston, were awarded a 
contract for 50,000 pairs of these shoes, at $5.16 per pair, 
and the following orders were placed at $5.17 per pair: E. T. 
Wright & Company, Rockland, Mass., 50,000 pairs; Ogden 
Shoe Company, Milwaukee, Wis., 25,000 pairs; and the 
Brown Shoe Company, St. Louis, Mo., 50,000 pairs. 


Half Soles and Top Lifts 


Washington, Nov. 5.—The Quartermaster Corps of the 
Army has awarded contracts for 150,000 half soles and 595,000 
top lifts, all for delivery before January 1. The contracts for 
half soles were placed with George E. Keith Company, who 
will furnish 100,000, and E. E. Taylor, for 50,000. W. H. 
McElwain Company will furnish 195,000 top lifts; the 
Brockton Heel Company, 300,000, and Gordon & Berman, 
100,000. am 
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Our Nurse’s Service Shoe 
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IF 












HAYE you as yet given serious thought 

to the foot needs of the host of splen- 
did women right in your vicinity who are 
doing the work the boys ‘over there” 
once did? 


A moment’s consideration will convince 
you that these women—particularly 
those who are constantly on their feet— 
must have real service footwear. 


Knowing this we are making the Witch- 
Elk “Sturdy-but-stylish” Service Boot 
here shown. 


In appearance, design and durability 
this shoe leaves nothing to be desired. It 
<8 built on honor to be sold on honor to 
“the clever, patriotic American women 
‘Kho are so gamely “doing their bit.” 


Goodyear welt viscolized sole, black or chocolate 
chrome tanned uppers, or white nubuck, soft 
toe—made on Army last and pattern. Used | 
extensively by nurses “over there’ and at 
home. 
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Write us for catalog, prices and 
further information 


WITCHELL SHEILL COMPANY 


MANUFACTURERS 
DETROIT - MICHIGAN, - - U'S:-A 
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All Aboard -for St; Louis 


January 6, 7 and 8, for the Merchant to Awaken to the Opportunities of 
the Future 


tailers’ Association to be held in St. Louis in January 

next, the 6, 7 and 8 being the specific dates, in addition 
to having a national importance will also demonstrate the 
strength of the West as a shoe producing and shoe consuming 
area. 

The convention of 1918 was the largest held up to that time 
in the history of the organization and brought together not 
only hundreds of retailers who had never before attended a 
national convention of the organization, but also drew marked 
interest on the part of the manufacturers and wholesalers who 
in previous years, because of the holding of the convention in 
the East, had not seen its importance as clearly as they did 
in the 1918 event. 

Not only were the sessions of 1918 largely and interestedly 
attended, but the display of footwear and other products of 
the shoe industry was such as to make the gathering worth 
while in itself. ; 


fie plans for the convention of the National Shoe Re- 


A Big Increase in Membership 


Recognizing the conditions which surrounded the 1918 con- 
vention and seeing the opportunities which present them- 


selves for the 1919 convention, the officers of the national - 


organization and the general committee in charge of the local 
end of the preparations for the coming event have been for 
some months and are now more than ever bending every 
effort to make the convention of next January the greatest 
affair of its kind, one which will throw in the shadow all past 
events of a similar character in the history of the National 
Shoe Retailers’ Association. 

To this end the organizing of the preparatory work has been 


divided thoroughly among a sufficient number of committees, ° 


each fully manned, to take care of all the preliminary details 
in a most complete manner as well as to do so rapidly and 
efficiently. These committees, in addition to carrying upon 
them members of the local Shoe Retailers’ Association are also 
effectively amplified by membership thereon of representa- 
tives of the wholesale and jobbing interests and also of the 
salesmen and their organizations so that every feature of the 
trade is represented all the way through from the producing 
to.the nes 


Headquarters at Statler 


In organizing the local work, the hotels and other business 
interests were brought into line with the result that the hotel 
organizations are working hand in glove with the represent- 
tatives of the shoe men and nothing will be done which will in 
any way interfere with the activities and work generally of 
the big convention. An example of this is shown in the fact 
that nothing in the way of displays of merchandise, etc., will 
be permitted in any other hotel than that in which the con- 
vention holds its sessions and in which it has its official group 
of display booths—the Hotel Statler. In this hotel, as has 
already been stated, three floors have been set aside for dis- 
play purposes and these will be handsomely fitted up and 
decorated. No sleeping quarters will be rented or allotted 
on these three floors during the period of the convention, 
thus preventing any complications of this character and none 
of the dipslay booth managers or employees will be paeeittes 
to sleep in the rooms utilized for displays. 

Moreover, allotments of quarters in the hotels while prim- 


arily a hotel matter are under the jurisdiction of the proper 
committee of the local association so that nothing will be 
done in the way of allotting rooms of which the committee- 
men are not cognizant and thus in a position to prevent any 
hitches or untoward happenings which would mar or render 
less efficient the big convention and its collateral features: 


Centrally Located for All 


This convention being held in the most centrally located 
large city in the country with the most complete radiation of 
railroad lines, will enable the attendance of a larger number : 
of those interested in shoe retailing and wholesaling than is - 
possible in any other big city of the country. Moreover, it 
will be in thorough consonance with the desires of the ad- 
ministration at Washington, which has been bending its 
efforts, among other activities, to the centralizing of transpor- 
tation to the end that passenger as well as freight hauls shall 
be of the shortest. Thus the convention will comply in all 
its aspects with the conservation desires of the Government 
and of the people who desire to see nothing done which would 
interfere with the business of making war. 


Banquet Under Chairman Ebbs 


The entertainment plans and the banquet feature of the 
convention are progessing very rapidly under the direction of 
Chairman Arthur E. Ebbs and an exceptionally interesting 
time is promised for the visiting shoe merchants who will be 
in St. Louis during the convention. The committee is busily 
at work on some novel things to spring on those in attend- 
ance, and while it is not the idea to follow any precedent, it is 
the intention of the Entertainment Committee to out-do all 
previous efforts along the line of taking care of the stranger 
within the gates of St. Louis. . ; 

The banquet proper will be held at the Hotel Statler in the 
huge dining room on the top floor while a cabaret and a buffet 
luncheon will be given at the Jefferson Hotel. In both of 
these establishments there is ample room to take care of all 
who may attend and it will not be necessary to divide the 
banquet or the luncheon into sections. In other words every- 
thing will be staged in the full view of all those attending the © 
affairs and although the features may be as comprehensive 
as a three-ring circus, none of those present will miss any of 
the stunts by reason of a division of the banquet or inacces- 
sible location of the individual. 

It is not planned at present to give out information as to 
the detailed program for these entertainment events because 
the committee is working along the idea of surprising the 
delegates and others and thus make the affair the more 
enjoyable. 

Hotel Committee Reports 


Reservations for hotel accommodations are coming in more 
freely than ever and Chairman C. E. Williams of the Hotel 
Committee reports an increasing interest in the big January 
event. This is probably the immediate result of the first 
circular sent out concerning the convention as well as of pub- 
licity which has been given the affair in the trade papers. The 


‘second publicity circular is already in the mails and this is 


expected to speed up the interest which dealers in all parts of 
the country are beginning to evince. As a matter-of-fact 
those who are already planning to come to the St. Louis con- 
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SUBSCRIBE 


United War W 


INCORP 











Including 
Young Men’s Christian Asso. 
Young Women’s Christian Asso. 
eet Catholic War Council 


Jewish Welfare Board 

War Camp. Community Service 
American Library Asso. 
Salvation Army 


November 


STYLE S-127. ORIGINAL 
“BOY SCOUTS” SHOES 


Chrome elk uppers and outer- 
soles. 


and E widths. Colors 
black and chocolate. 
Prices furnished up- 
on request. 








SHOE REPAIRING AT THE FRONT 
‘‘Excelsior’’ sales will be frequent, 


steady and satisfactory. The 
merits of ‘‘Excelsior’ shoes are 
passed along. The building up 
of permanent, profitable trade 


is easy work. Yourcustomer is 
a big booster for you. Once get ‘‘Excel- 
sior’ in your store and you will never be 
without them. Your salesmen can sell 
them as fast as they can fit them. The 
“Excelsior” army last shoe shown here, 


Bie, hl The Excelsior {S| 


co horse hide. Deep, ms mates any 
color en’s sizes, 14 to 17. ole an 
sizes. Price $5.50. Carried in stock.. Hand | ortsmout 
stitching on straps. 
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| ork Campaign 


ORATED 


Every dollar you give 
helps maintain the 
Morale of Our Boys 


‘over there’’ 


11th--16th 


STYLE 1922. TAN ARMY 
GRAIN BLUCHER 
Goodyear welt. Army Munson 
last. Carried in stock. Men’s 
sizes only. Widths C, D and E. 
Other styles in McKay Welt 
rocess in Little Gents’ and 
ys’ sizes. Write for prices 

and particulars. 


has made a lasting impression. Big hit 
with the little fellows, who have the mak- 
ing of big soldiers. In stock, of course, 
and shipped out the day your order is 
received, in first class shape. When you 
get them they will open up right. 


Shoe Company 
Ohio 








MAKING READY FOR HEEL PLATES 


STRAP AND BUCKLE STYLE 


Price $5.50 net. Genuine horse hide. Hand 
stitching on straps. 
Boys’ leather leggings, sizes: 12 to 14, height 
llinches. Price, $2.50 net. Dark brown color. 
Little Gents’ leather leggings, sizes 9 to 12. 
Height, 1% inches. ice $2.00 net. 
rried in prey 
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Real Slippage Protection 


Ox eighteen years of tire-buildin3, experience 
has taught us much about rubber and slippage. 
We learned long, ago that merely a rough-surfa 

rubber affords little or no protection against skidding. 


That is just as true about heels as it is about tires. 
A raised, roughened surface on a rubber heel wears 
very quickly and what little protection value it had 
is soon destroyed. And so, in the design of 


ne 


Non-Skid Rubber Heels 


an entirely different principle was employed. Instead of 
raising, the surface of the rubber, we recessed it. Each of the 
Non-Skid bars forms a vacuum or suction chamber. bn 
hold the heel firmly to wet or icy pavements. The shoe 

be discarded lon}, before the Non-Skid bars lose their 


effectiveness. 
The resiliency of Firestone Non-Skid Heels is greatly 


increased, due to our air-cushion chamber. It acts on 
the pneumatic principle. Gives the comfortable effect 


of walkin, on the sod. 
The mathematically correct concave of the fitting, sure 
face of the heel will immediately impress your repair 
department. A smooth, perfect fit is easily and 
quickly secured. 

Details and prices on this different, 

better heel gladly furnished on request. 


FIRESTONE TIRE & RUBBER CO. afi 
AKRON, OHIO 
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vention will be wise to reserve their hotel accommodations as 
early as possible as, judging from the preliminary calls for 
rooms, the attendance will be very exceptional. A committee 
representing the various St. Louis hotels is working with the 
local committees of the shoe retailers and every care is being 
taken to give registrants the best accommodations available. 
The committees in charge of hotels and the allotments of 
quarters is preparing to take care of all requests from mem- 
bers, delegates and others who attend the convention and 
therefor there should be no hesitancy on the part of anyone 
who desires to attend the gathering in sending for information, 
rates, etc. 

News comes from the officials of the Iowa State Association 
that their organization will be represented at the convention 
in ample fashion. Hotel reservations for 75 members have 
already been bespoken and plans are being made for the party 
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shown along all branches of the industry has been particularly 
noticeable among those contemplating the reservation of dis- 
play space at the Hotel Statler and a very considerable num- 
ber of new applications have been filed for display booths or 
rooms. Quite a number of new names have been added to 
the list of those who have signed up for space and still more 
are in the tentative state with every assurance of a big pro- 
portion of them arranging to make displays at the convention. 
The publicity which is being given to the great gathering, 
together with the prospect of the early close of the great 
European war is an incentive to the producers of merchan- 
dise to get back to the idea that they will have to sell goods 
instead of wait for the buyers to come and take them. In 
other words, the convention seems likely to have its displays 
at a psychological period judging from the present indications 
of merchandising and post war matters. 





to gather at some central point 
in Iowa and travel together in a 
special car to St. Louis and also 
maintain State headquarters dur- 
ing the week of the convention. 


Nebraska to Have One 
Hundred Present 

Nebraska will not be in the 
slacker class either when it comes 
to convention attendance, for 
the State Association has al- 
ready arranged for accommoda- 
tions for one hundred members 
and in accordance with the re- 
quest of the officers of the Ne- 
braska body the State delegates 
will have an entire floor at the 
Hotel Jefferson during the period 
of the convention. 

Incidentally this body is ar- 
ranging to entertain visitors in 
truly Nebraska style during the 
week that they are in St. Louis. 
The Iowa delegation has planned 
to give similar entertainment 
and there promises to be much 
rivalry among the various State 
entertainment committees and 
ideas. 

The orders for the official 
badge for the convention are to 
be placed shortly,: several very 
attractive designs having been 
submitted to the Badge Com- 
mittee. These designs are being 
examined carefully, particularly 
by Chairman A. W. Lutz of the 
Badge Committee and General-' 
Chairman Joseph J. Sensenbren- 
ner of the General Convention 
Committee. They will adopt 
the design within a few days and 
then send in the order that the 
badges may be supplied early and 
in sufficient quantities to take 
care of the big attendance that is 
already anticipated, in fact, as- 
sured by reservations made. 


Display Spaces Popular 


The renewed interest in the 
convention which has _ been 
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Co-operative Advertisement by the Merchants of Detroit 














Setting the Public Aright on the 


New Ruling of the Government 
Concerning Shoes 


Officially Published by the National Shoe Retailers’ Association 


We, the Detroit Shoe Retailers, as mem- 
bers of the National Shoe Retailers’ Assd- 
ciation of the United States, address you 
today. 


Our object is to clear up the mystery in 
people’s minds concerning the government 
regulations of shoes during the war. 


The officers of our associations, working 
in patriotic co-operation with the War 
Industries Board, have arranged a conser- 
vation plan for the economy of leathers and 
labor 


And we, the shoe retailers of Detroit 
(and all other cities in-America), have 
pledged ourselves to carry out this program. 


First, we desire to state that there are no 
regulations prevénting the public from buy- 
ing any shoes at any price that are now on 
the shelves of the retailer unti] June 1, 1919. 


Second, we desire to state that the prices 
of shoes, grade for grade, are not to be low- 
ered, but, on and after June 1, 1919, plainer, 
less expensive shoes of good quality will be 
offered at no more than $12 a pair for the 
high shoes and $11 for the low shoes. 


The reason is that plainer shoes do not 
cost as much to make as fancy shoes and are 
apt to wear longer. 

This conserves leather, other materials 
and labor, and is also an economy to the 


’ public. 
(Signed) DETROIT SHOE RETAILERS’ ASSOCIATION 


Of course, these new rulings do not affect, 


the present stocks of shoes that the stores 
have on hand., These finer shoes will con- 
tinue to be sold as long as they last or until 
the final limit, which is June 1, 1919. 


Is This Clear to Everybody? 


Let us state once more, that all persons 
desiring finer shoes costing more than 
$12 a pair, may purchase them until June 
1, 1919. 


After that nothing better than a $12 
shoe can be made or sold. 


What the government has said to the 
shoe manufacturer is this: No shoes are to 
be made that sell for morethan $12 at 
retail after a specified time; you are to do 
away with all of the fancy shoe-making and 
make only practical, serviceable shoes. 

At the same time the govérnment has 
said to the retail shoe stores of America: 
After June 1, 1919, you are not to sell any 
shoes at more than $12 a pair, but, until 
that time, in accord with true conservation, 
we desire you to go ahead and sell as usual 
your present stocks of finer shoes at a nor- 
mal profit. 

The bulk of present retail stocks were 
bought some time ago when materials and 
labor were considerably lower. Therefore, 
present retail prices are much lower than 
would be possible if stocks had to be pur- 
chased by merchants today. 
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Selecting a Good Cleaner to Sell 


l 
| 
| 


“The Perfect Dry Cleaner’’ 


? “The perfect dry cleaner” is 

The Season s Best Sellers q your logical choice for several 
4 reasons—it is useful for clean- 

ing Clothing, Gloves, -Silks, 


RIGHT NOW Ks etc., as well as shoes; its all 
wW AY round usefulness makes it an 


easy seller, and retailing at the 


popular price of 25c., it nets 
When You N eed Them oy you a substantigl margin of 


profit. 
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Let us tell you more about its 
possibilities. 


CUMMER 
PRODUCTS 
COMPANY 
Cleveland, Ohio 
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Lamb’s 
Wool 


Sheet 
Cork 


Gum 
Cork 


Gum 
Leather 


INSOLES FOR IMMEDIATE SHIPMENT- 
THE LINCOLN COMPANY, Scere™Suppiic 


1508 Washington Avenue, St. Louis, Mo. 
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Growing Girls’ Shoes in Stock 


Pri 
6091—Gun Calf, 8-inch welt B-D$4.50 
6092—Brown Calf, 8-inch welt................ B-D 4.75 
6096—Gun Calf, 8-inch McKay -D 4. 
6094—Brown Kid, 8-in. cloth top, McKay 
_ oe -~ 8-in . p welt - x 

3063—Gun Calf, 8-in. w’t, ite Rinex sole .... . g 
6064—Tam Calf’ Sim wt’ Tan Nines ale TITITITITITIII I 
623—Tan Side, McKay 

624—Gun Side, McKay 


Mii iii iii) 





COUT 


of =. Wecan put you in touch with the 
he = big European Buyers of Leather 


Whitney - Roth Shoe and Shoe Supplies. It will pay 


Compan you to investigate this busi- 
Footwear Specialti ness and the information and 
1251 West Sixth Street > f service which we can render you 
oe a Address BOOT AND SHOE RECORDER 
207 SOUTH STREET, BOSTON, MASS. E 
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in our work—to grow—to progress—and this thought 

has made me feel that—Progressive Business is. the 
foundation of your association and should be my theme for 
this short talk. 

In a trade paper last Fall I saw the following statistics, 
referring back to 1879: 

“Twenty-three of the leading shoe manufacturers did a 
business in 1879 of $17,500,000.00. Ten of the leading shoe 
manufacturers of Lynn did a business of $3,320,000.00, that 
is an average of $332,000.00. Nine of the leading shoe manu- 
facturers in Brockton aggregated $1,318,000.00, three of 
Campello $675,000.00. Eight of the wholesalers of Boston 
did a business of $6,000,000.00. Fifty-four of the prinicpal 
shoe manufacturers in America in 1879 did an aggregate 
business of $29,300,000.00. The total number of concerns 
mentioned was ninety-one and the combined sales a total of 
$47,510,000.00, an average of only about $500,000.00 and 
only fifteen did as much as $1,000,000.00, and the largest 
less than $2,000,000.00. 

“T present this to you because it drives home the fact; 1917 
is different from 1879. The world is bigger, America is bigger, 
cities are bigger, and men who have grasped their oppor- 
tunities are bigger than they were in those days.” 


\ \ 7E are all striving, each in his own way, to get ahead 


This is an illustration of progressive business which is 


reflected in the activities of shoe retailers as well as manu- 
facturers. 
Co-operation Makes Productivity 

This is the magnet which has drawn together the Retail 
Shoe Dealers of St. Louis, whose work and co-operation ought 
to be productive of great good to your great industry. No 
man can live and do business unto himself alone and so far as 
he fails to conduct it for the common good he -brings the 
penalty upon himself. 

Business is now and always has been an exchange of values. 
Whether you take the case of the crude barter of early man 
and of the pioneer communities or the comparatively com- 
plicated system of modern banking, it is all one—it represents 
and is fundamentally the same thing. 

Values in business imply a moral quality—the quality of 
fair play. The progressive and high-minded men of every 
nation, so far as history records, the leading spirits of every 
people have always stood for a higher order of morals in 
business, for a more just and equitable method of dealing 
in all commercial transactions, until it is universally recog- 
nized that economics, business and trading involve a high 
moral principle. 


The Young Men of a Business 


The prolonged life of a successful business depends funda- 
mentally on the quality and character of the young men 
who enter its employ from year to year. No matter how 
efficient may be the present management of your business, 
year by year the ravages of time bring inevitable changes and 
the future must be insured by the selection of successors whose 
character, manhood and education will stand the test of 
the coming years of responsibility. 

Great commercial organizations are not creations of chance; 
they spring from the ideals, the dreams of their founders, and 
their future depends, not on their lucky stars, but on the 
personnel and character of the new life—the fresh blood— 
the young men of a later generation, who shall co-operate 
with them and become a part of them. 
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Smile of Welcome to Business 
Public opinion in America offers great freedom to the 
business man; the frown of society, which tried at one time 
to exclude the tradesman from its best circles, is changed to a 
smile of welcome by the character and manhood of the many 
great men whose lives have been spent so wisely in developing 
the great resources of our country. 


Real Democracy in U. S. 

An interesting contrast between the freedom of America’s 
democracy and the limitations of European society is. illus- 
trated by the story of a charming American girl who went 
abroad on a visit. This young lady was the daughter of a 
great American manufacturer. About the second or third 
day after her arrival she cabled home, “Dear Father: I’m 
afraid I cannot be introduced into the best European society 
because you are a manufacturer and seller of merchandise. 
What shall I do?”” With a father’s interest in his daughter’s 
happiness, and with the resourcefulness of a quick American 
man of business, the old gentleman replied, ““Dear Daughter: 
Don’t worry; have yourself introduced as the daughter of an 
American philanthropist, for when Europe learns of the 
values I am offering, she will be convinced that I’m not selling 
goods but giving them away.” 

Progress in business implies a fine and just eye for the future. 
The highest standard of morals in business of today is but 
the foundation for a still higher standard in the years to come, 
and the progressive and successful business man must be 
the one who has a just appreciation of the needs of the human 
race as well as the achievement of a higher and finer standard 
of morals. 





A Christmas Gift Worth While 


The retail trade of the country is ever alert to helping our 
friends over-seas. Many have written us of their ‘Red 
Cross Barrels’’ and many have sent a collection of shoes to 
the Belgium refugees. ' 

This is the time to think of Christmas gifts. One of the 
best and biggest movements for the retail merchant to pro- 
mote is the collecting of shoes at his store and sending them 
as a practical and mugh-needed Christmas gift to the Com- 
mission for Relief in Belgium, 165 Broadway, New York City, 
from whence they are sent to Belgium and the North of 
France districts. 

The “Recorder” received a letter recently from the Euro- 
pean Director of the Commission for Relief in Belgium, which 
will interest our good friends in the trade and stimulate them 
to take action: . 

“The situation inside as outlined in copies of letters from the 
North of France districts simply beggars description. The 
people are without adequate covering for their bodies and 
are almost without any sort of shoes. They cannot obtain 
even enough wood to make soles with sacking covers. The 
situation is one which we must meet, no matter what is in- 
volved. You certainly cannot realize, if you have not lived 
in that country, the intense suffering that is before these 
people, unprotected as they never have been before, and with- 
out hope of being able to obtain fuel during the cold of the 
coming Winter.” : 

Make your Christmas gift to the Commission a generous 
one in the form of a goodly collection of shoes—worn or old—it 
matters not. 


























Two ads of a series appearing in 
Vogue and other national maga- 
zines. The shoes illustrated will 
be featured in these magazines 
which are read by women in every 
dealer’s community. 


The most salable shoe 
in America—today 


Model No. 514—Ex- 
quisite taste is shown in 
the simplicity and char- 
acter of design of vamp 
line of this trim, slender 
boot. 





Look for this trade- 
mark on the sole 





Model No. 544—The 
rich, dark shade and 
attractive lines of this 
brown kid oxford make 
it charming indeed. 


Model No. 532— Note 
the smartness and dash 
of this comfortable, dark 
brown walking boot. 























_ The Needs of Accredited Agencies 
Must Come First 


“The needs of our Accredited Agencies must come first”— 


We repeat it to emphasize its importance. In times like 
these—with shoe manufacturing conditions so uncertain— 
such a policy means much to the retailer. 


It is the policy upon which the success of the Red Cross Shoe 
is built—the policy that dictates our manufacturing, the 
policy behind all of our selling. 


We recognize that every privilege carries an obligation, a 
duty. We consider our Accredited Agencies our partners in 
a mutual enterprise and having as such first claim upon us. 


Our manufacturing is done for them. Our advertising is done 
for them. Our sales-building plans are made for them. Our 
business is dedicated to them. Our salesmen have called and 
will continue to call on them regularly. They are our partners. 
Come what may, their needs must come first. 


This coming season we expect to be able to take on a few new 
Accredited Agencies. for Fall, 1919, retail selling. We shall 
accept no more than we can care for fully and adequately. 


If you should like to have full details about the Red Cross 
Shoe, and the unusual business-building opportunity it offers, 
you should communicate with us at once. 


THE KROHN-FECHHEIMER CO., 
641 Dandridge St., Cincinnati, Ohio 


Model No. 521—This 
little oxford over another 
' combination Igst with 


its snug heel and broad 
“Bends with the foot’’ ball is charming to the 
eye and a boon to the 
Model ¥ No. 528—The foot. 
charm of extreme sim- 
plicity is fey: in this 
pretty model of gleaming 
patent. 


Model’ No. 535—A 
combination last gives 
to this quality boot in 
glazed kid a snug fit 
around oe a e 
instep wit enty oO 
he ball. 


room across t 


\ 
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WANTED 


Saleswomen. In Shoe Stores 6%: 


New Ladies’ Fitting Stool 


Everywhere women are taking the place of men for fitting shoes. We have 
received many requests to make a stool especially convenient for sales- 
women and just as good for salesmen. 

















THIS IS OUR DESIGN—JUST OUT 


No. 4270 No. 4270 
Front View Top View 





Description—Golden Oak, Mahogany, Walnut or any special finish to match other fixtures. 
Foot-rest inlaid with 1-4 inch Battleship Linoleum, will last a lifetime. Smooth metal 
heel rest. Wood or upholstered seat. Absolutely the best quality of materia] and work- 
manship. Two years’ guarantee. 











Wood seats $4.00, Seats upholstered in Extra Heavy Imitation Leather, 


Price f. o. b. Cincinnati: 
$5.25. 


WE OFFER to send by Express for 30 days’ trial two of these stools 
packed in one carton to any shoe dealer. If for any reason they are 
not satisfactory they may be returned to us at our expense of 


transportation. 


A More Liberal Offer We Cannot Make 
THE C. F. STREIT MFG. CO. 


1047 Kenner Street, Cincinnati, O. 


Manufacturers of Seating and Special Furniture for Shoe Stores covered by catalog containing 
120 half-tone reproductions. 
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A Tribute to “ Jack’’ Finn 
by a Retail Merchant 


“Jack” Finn is dead. 

To those who knew him best the more 
heartrending will be the shock of this 
announcement. 

“Jack” died in Scranton, Pennsyl- 
vania on Tuesday, October 29, 1918. 

He was away from home, performing 
the work he loved when the fatal illness 
overcame him. But he was not alone, 
as he had loyal friends in Scranton, who 
cared for him and ministered to his 
wants. 

“Jack” Finn was an unusual man— 
he had an unusual personality—and 
more’s the pity that he was taken from 
this life in his prime, depriving his 
friends and associates of the happiness, 


the pleasure and the consolation which 


his companionship afforded. 

As a mere boy, “Jack” Finn became 
associated with the C. S. Marshall Com- 
pany of Brockton, makers of men’s 
shoes. He worked so hard, so untir- 
ingly, so faithfully that he was soon re- 
warded with an interest in the company. 
He strove to be a million dollar sales- 
man, and last year he reached his goal. 


Hard work killed “Jack”? Finn—hard, 
conscientious work for his associates 
and devotion to his clientele. 

The thoughts of the terrific mental 
and nervous strain undermining his phy- 
sique never entered his mind. He ate, 
drank and slept shoes, until nervous 
system collapsed, and he hadn’t suffi- 
cient vitality to fight the influenza when 
it attacked him. 

With the fever gnawing at every vital 
and his mind delirious before the final 
call ‘Jack’ Finn was building shoes. 
Such unswerving devotion to his work 
could not be excelled. 

“Jack” Finn is dead, but his memory 
will never be effaced from the hearts of 
those who knew him best. 


James J. Mahon, 
The Mahon Shoe Co., 
Scranton, Pa. 


Travelin 


> 1 
<i Auk) 


IW 


Shoe Salesmen 
Activities of our Trade Ambassadors 
On and Off the Road 


AAUACUAAUUGSAUAANUOLAOOOAATOOADADAAAAANDAOOOOOANEAASANOOSTHOO4ASOORUOLOAGULAGOOAULOCU0SANGRLANOMUNLGCGCCOCOACOCCUAUOONCCCZUGCEQUGOAGUOACOUCCOAAUNEANOAAL0GANLAUCCUULOLANALELECACULACONNAL 








/AADDDDADADADREALGADDADRADDDRDDAODADAUADIOAIOI/— 


lal 


i. 


TAUAUEAACORIAUREAGAOAOGOODAR NOD NONEA 





F 





The Spirit of Western Salesmen 


By DAVID D. LYNCH 
Illinois Representative, McElroy-Sloan Shoe Company, St. Louis 


All successful business has been 
proven a matter of co-operation 
and the traveling salesman is the 
connecting link between the busy 
manufacturer and the live retail- 
er. Personal contact is neces- 
sary for the financial welfare of 
both. 

It is generally recognized that 
the salesman of these times, is an 








DAVID D. LYNCH 


actual partner of the retailer he 
sells and in the degree of his bus- 
iness ability to sell and help the 
retailer sell, lies the measure of 
his success. : 

Personally—I try to sell my 
customer the merchandise that 
will sell the quickest and satisfy 
the most and very few merchants 
can buy of me what I don’t think 
will sell, or in quantities that I 


do not feel he will be able to 


move and re-order before I get 


back to see him. 


In the sections I travel, I find. 


the merchants in close touch 
with market conditions and 
styles—but possessing an open 
mind for such suggestions as may 
improve. their business. 

In addition, I make it my bus- 
iness to organize the clerks of 
the store I sell, so that they in 
turn can sell. In other words, I 
try to better their salesmanship 
on the goods I sell. This makes 
it interesting all around and gets 
and holds lots of business for me 
and my firm. i 

No one in the wholesale house 
has the time to give to this and 
very few understand enough of 
conditions in the smaller towns 
to do this right. 

An honest salesman, a live 
salesman is a Godsend to the 
retailer, who has other depart- 
ments to look after, and the 
salesman who can stand the test 
of close scrutiny as to his honesty 
and ability will find the retailer 
glad to shift the responsibility 
to his shoulders and if he stands 
up under the responsibility, will 
make a lifelong business friend 
of this retailer. 

The essential salesman today, 
is the teacher, who himself con- 
stantly studies the shifting an- 
gles of the shoe business and gives 
his customers the benefits of his 
knowledge. 

My belief, is, that I am abso- 
lutely essential and turn every 
stone and move every force to 
keep from fooling myself and my 
friend, the retailer. 




















BOOTLEG FORM. 






and holds it in perfect position. 


PRICE 





“Ajusto’’ Bootleg 
Form 





Every shoe in every window should be 
fitted with an “AJUSTO.” It’s what 
your customer sees on the oufside that sells 
the shoes within. Thecostistrifling. Only 
$3.00 a dozen. @RDER A_ TRIAL 
DOZEN TODAY! 


DEPT. A, PITTSBURG, KANSAS 
Remember—IT’S KANSAS 
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Make Your Shoes 
More Beautiful! 


Remove the wrinkles and bumps from your shoes! Show 
them in all their graceful smoothness! Preserve every fine line! 
Every shoe in your window will have double attractiveness and 
double sales-value if fitted over the “AJUSTC” 


Adjusted in the shoe inajiffy. Theslide does the 


trick—it expands the form. Gives shape to the shoe 


¥ 


U. S. SPECIALTY MFG. CO. 





Pool 
f.o.b. 
Pittsburg 
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The only Bootleg Form 


over which s 


pats can be 


fitted. Shapes them per- 


fectly. 















Remember that we are employed to pass credits, 
not to decline to extend them. Profits are in 
orders shipped and paid for, and we are anxious 
to ship every dollar’s worth of merchandise that 
our members sell, and we will do everything con- 
sistent with good business to increase our mem- 
bers’ sales. 

It is your fault if we must recommend against 
your account. Either you are not worthy of 
credit or you have not registered the complete 
and accurate facts with us. 

Either condition can be corrected, and we ex- 
tend to you every assistance that will improve 
your credit worth. 







































The Credit Clearing House 
‘Builder of Better Credits” 





Offices in all important cities 








Executive Offices: 440 Fourth Ave., New York, N. Y. 











Retailers! TRY THIS! 



























It isn’t hard to balance your Shoe 
Stocks if you use the right sort of mer- 
chandising and advertising methods. 


We are furnishing some of the best and 
largest Retail Shoe Merchants with 
ideas, suggestions, window-trims, illus- 
trations, ad copy, layouts, price tickets 
and business counsel which is producing 
apace profits for them. We can do it 
or you too—and prove it! 


This is a business-building Service which 
sends its members new material and 
full working ideas every month. Only 
one Merchant in each town can have 
this exclusive franchise. 
you large returns to send for full details 


right now. 


_ Pin This Ad 


It will pay 






To Your Letterhead 
And Mail To Us 


Merchants Bis Service 






TRY IT 
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Only 179 Cases 


Remain at 


Z. 3 1 Pe Per Pair 





Priced Work Shoe 


| Two weeks ago we advertised 
| 1,000 cases of these shoes in 
the Boot and Shoe Recorder. 


The response from all parts of 
the country has reduced our 


stock to 179 cases. 


Strictly solid leather, two full soles, bellows 
tongue, uppers of waterproof “Tuffhide”’ 
stock. Rugged service in every pair. 


TERMS NET 30 DAYS 


S. ROSENBERG 


The House that Saves You 15% to 30%) 


209 Essex St. Boston, Mass. 





Order Today If You Want 
Any of These Unusually Low 





Sold in 
Case Lots 
Only 


24 Pair 
to Case 


. Sizes 


6-11, 7-10 
7-11 


These ‘shoes were 
made by one of 
the leading makers 
of this kind of shoe 
and were counter- 
manded by a large 
Western jobbing - 
house through no - 
fault of the maker 





x 





| 
| 
| 
| 
| 
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Rubber Footwear in 


“OVER there” our 


boys are fighting 
knee deep in mud. Keeping 
fit under these conditions is 
difficult. Rubber foot- 
wear has therefore become 
almost indispensable for 
men in the trenches. 


To keep America’s troops 
supplied with rubber 
footwear is all-important. Men 


who are fighting must have first 


choice. 


Nov. 9, 1918 


“No Man’s Land” 


This limits home stpplies but 
saves valuable lives overseas. 


Our customers, we are sure, 
will cheerfully -recognize the 
justice of this situation. 


We regret our inability 
at present to meet every 


demand for “U. S. Pro- 


‘tected’? footwear. 


We will have a limited supply 
and expect to be able to give 
all customers some goods. 


United States Rubber Company 


NEW YORK 
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BOOTS AND SHOES 


Boots Going to Army but Shoes to 
Customers 


There is little that is new or different 
in the rubber footwear situation. Every 
factory is rushing its force to the limit. 
Without exception the factories have 
Government contracts to fill, and on 
these priority is claimed. Alli these, or 
practically all, are for boots and heavy 
overs, which are generally made by the 
male employees, and these monopolize 
the entire force capable of handling 
these heavy lines, thus preventing the 
mills from furnishing any such goods for 
the civilian trade. As regards the 


lighter lines, however, the mills are turn- ~ 


ing out large tickets, and the goods are 
being shipped out as fast as made, on 
orders taken months ago. The jobbers 
are receiving good-sized shipments, but 


they are shipping out consignments | 


practically as fast as they arrive. 


TENNIS SHOES 


Being Made and Forwarded 
Steadily 


The factories have large orders for 
tennis lines, but these they are better 
prepared to handle than the rubber foot- 
wear. The manufacturers early found 
that the demand would be excessive, 
and they made all possible preparations 
for supplying the demand. Larger 
space was devoted to this branch, and 
special inducements offered to draw 
learners to the factories, and the result 
has been a larger ticket in nearly every 
mill than was the case a year ago. Itis 
safe to say that when Spring opens, the 
demand for tennis will be extremely 
heavy and the supply adequate. 


CRUDE RUBBER 


Plenty for Government Contracts, 
but Scarce Otherwise 


While factories working on Govern- 
ment orders have allocations of crude 
rubber to amply fill such orders, there 
is but a moderate amount available for 
the manufacture of civilian goods. 


Weekly 





The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 


There is a continued inquiry for stand- 
ard grades of plantation rubber free from 
allocations, but none is being offered, 
and in the absence of transactions, quo- 
tations are but nominal. However it is 
safe to say that the figures given are 
fully justified by the present state of the 
market. Cable advices from the Far 
East reflect increasing firmness on the 
part of shippers, but the war situation 
may at any time change the whole 
trend of the market there. Paragrades 
are firm, both spot and to arrive, with 
little or no free stock in sight. No 
change is noted in Centrals. 

We give here maximum prices, and 
current quotations, which latter, how- 
ever, as above stated are practically 
nominal. 

Maxi- Current 

mum  Quota- 

Prices tions 
Upriver fine para.......$0.68 $0.66 
Island fine para 
Upriver coarse para 
Islands coarse para 
Caucho ball upper 
Caucho ball lower 


First latex pale crepe. ... 

Brown crepe 

Smoked Sheet 

Mexicans and Centrals. . 

Guayule wet 

Guayule washed and 
EEE ENE ee 


SCRAP RUBBER 


On Better Supply than Demand, 
and Prices Moderate 


Scrap rubber footwear shows a little 
better demand this week than last, but 
not enough td justify any material 
change in market figures, though collec- 
tors are holding out for advances in 
some markets. As long as the reclaim- 
ers refrain from buying, however, there 
is little chance of realizing larger prices 
for such stocks as are likely to be offered 
by the average collector. An occasional 
car-load is offered at a substantial ad- 
vance, but we hear of no specially large 
sales. 
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Boots and shoes are quoted $7.80 to 
$8.00 per hundred in Boston; $7.75 
to $8.00 in New York; 17.65 to $7.80 in 
Philadelphia and $7.30 _to $7.40 in 
Chicago. 

For trimmed arctics, Boston’s quota- 
tions are $6.30 to $6.60; New York, 
$6.25 to $6.50; Philadelphia, $6.15 to 
$6.40 and Chicago, $6.00 to $6.40. 

Untrimmed arctics bring $5.10 to 
$5.50 in Boston and New York and $5.00 
to $5.25 in Philadelphia. 


NEWS AND NOTES 
Of Interest in the Trade 


Robert L. Rice, of the Hood Rubber 
Co. has just returned from a business 
trip. 

J. H. Klunk and James Norbury of 
the selling force of the Apsley Rubber 
Co. have returned from their trips. 


The Rubber Section of the War In- 
dustries Board has removed tempor- 
arily from Washington, D. C. to the 
offices of the Rubber Association of 
America, Inc., 52 Vanderbilt Avenue, 
New York City. 


Saturday last was the anniversary of 
the appointment of G. L. Lawrence as 
General Superintendent of the Boston 
Rubber Shoe Co. and also of his two 
lieutenants, Phil. E. Benjamin, Asst.- 
Supt. of Factory 1 and H. E. Child, 
Asst.-Supt. of Factory 2. Each of these 
gentlemen, on arriving at their offices 
that morning found beautiful bouquets 
of chrysanthemums at their desks, to- 
gether with congratulatory letters from 
the Association of Foremen of the 
factories. 


A Correction in Adver- 
tisement 


In a recent advertisement of the 
Rogers Bros. Shoe Co., 119 Lincoln 
Street, Boston, the terms of this com- 
pany were erroneously stated to be 2 
per cent 10 days, whereas they are 1 per 
cent 10 net 30 days. 
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TSrrect Dodg e 


For All Occasions 


Silver and Gold Cloth Slippers 
In Stock 


D ODGE Party Slippers of 
Silver and Gold cloth have 
a reputation of their own in the 
best and smartest shoe stores. 
And are also 

Warranted Against Tarnishing 


Our’ stock department is completely 
ready with the styles that our experi- 
ence has taught us are right. 


WE are specialists. When you have 

a serious trouble, you go to a 
specialist to diagnose your case and 
to remedy the trouble. You get from 
specialists the highest order of service 
and product because of their experience. 
In times of Peace as well as War our 
line consists of shoes that are practical- 
ly made and we specialize in manufac- 
turing exclusively Turn Low Shoes. 








No. 218--Silver ‘Cloth Opera, 
Full Louis Heel, Long Vamp 
$3. 


No. 216---Gold Cloth Opera, 
Full Louis Heel, Long Vamp 
$3.85 


3.85 








Terms: Net 30 Days 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Boston New York Philadelphia 
183 Essex St. 130 W. 42d St. 600 Denckla Bldg. 
Bush Terminal Bldg. 


Montgomery 
20 Galena Ave. 


Chicago San Francisco 
20 W. Jackson Bivd. 417 Pacific Bidg. 
Great Northern Bidg. 


Kansas City, Mo. 
205 Ridge Bidg. 
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Taxes Computed in‘Current Year 
And Not Left as Expense Against Payment Date 


Washington, D. C.—The Revenue Act now pending in 
Congress is expected to produce $8,000,000,000. This 
means a tax on the average of more than $76 for every man, 
woman and child in America. The average per family is 
nearly $340. 

In many businesses taxes will be one of the largest items 
of expense. It is of the utmost importance, therefore, that 
every concern in business, large or small, whether corporation, 
partnership or individual, shall maintain an exact record of 
its receipts and expenses, in other words, keep accurate ac- 
counts. Taxes should be considered as an expense of the year 

. for which they are assessed rather than for the year in which 
they are actually paid and the necessary reserves should be 
provided for at once. 

No special system of accounts is prescribed by the Internal 
Revenue Bureau but the books should show in detail inven- 
tories, purchases, sales, capital investments, depreciation, 
and similar items required in making up the income tax re- 
turn. Every merchant should study the income tax law 
and regulations and see to it that his accounts are kept in a 
manner. that will enable him to determine his net income for 
taxation purposes. 





Special Officers’ Boots 
A Blucher Model by Borroni 


For officers wearing leather puttees, a new type of boot 
has been designed by M. G. Borroni of Paris. The boot has 
a full leather front with a gored top. The feature of building 





Special French 
Officers’ Boot 


the elastic goring into the boot is for speed in taking the boot 
off. It also fits tighter and is claimed to be mud and water- 
proof. The flap covering the goring has a set of five eyelets, 
permitting variable adjustment. 


War Trade Board Announces New 
Ruling 


Exportation of Samples of ‘“‘No Commercial Value”’ 





The War Trade Board announces regulations governing 
the exportation of samples_of no commercial value to be 
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used in the solicitation of orders. These samples may be 
exported without an individual export license in the personal 
baggage accompanying a traveler, or by mail, if the com- 
modities are not on the Export Conservation list. In this 
case, they can be shipped under special export license, RAC-52 
issued to the Post Office Department: 


Further Facilitations 


To facilitate further the exportation of samples of no 
commercial value, when an individual export license is re- 
quired, the War Trade Board, hereafter, will consider issuing 
licenses of a special type, valid for three months after issuance. 


Use Form X 

In filing applications for licenses of the special type appli- 
cants are to use Form X and should state ultimate destina- 
tion, the number of samples to be sent during the next three 
months; the nature, size and weight of each sample, attaching 
additional sheets in triplicate, if space on Form X is insuffi- 
cient; the total net weight and in answer to the question of 
value, the answer would be—“‘No commercial value.’’ It 
should bé stated that the consignee or purchaser abroad 
should be one or more persons, none of whom is an enemy, 
or ally of enemy country; or is on the Enemy Trading List, or 
is a person with whom trade is prohibited by the Trading 
with the Enemy Act. After an export license has expired, 
it must be returned to the War Trade Board, Washington, 
D. C. 


Shoes for the Needy Overseas 


An ad of A. Sandler & Sons, “Shoe Stylists” of Brockton, 
Mass., appeared in the Brockton Times of recent issue. In 
the same issue in which this ad appeared was an attractive 


Bring Your Old Discarded Shoes to Our 
Old Shoe Barrel 


These shoes to be sent to the civilian population ot suffering 
Belgium and France. Men’sand Boys shoes, Women’s, Misses’ 
and Children’s Shoes are sorely needed. Have the satisfaction 
of doing your bit—help those who suffer—those wno, through 
no fault of theirs, are destitute. 


BRING YOUR OLD SHOES TODAY TO THE 


OLD SHOE BARREL 
A.SANDLER« SONS 


160 MAIN ST. DIRECTLY OPP. B. P. M. 




















notice, asking the people of Brockton and surrounding towns 
to “Bring Their Old Shoes to the Old Shoe Barrel.”” The 
Sandler Store was the first Brockton shoe store to establish 
an old shoe barrel. Other stores in the vicinity are now tak- 
ng up the idea. 


Edward Luedke, Jr. 


One of the youngest commissioned officers in the United 
States Army is Edward Luedke, Jr., son of E. A. Luedke, 
of the Luedke Schaefer Buttles Company of Milwaukee. 
He received his commission when just eighteen years and 
three months old, and is now in a training camp perfecting 
himself in his department—the Infantry. 

Lieutenant Luedke graduated from St. John’s Military 
Academy in 1917 and was at Dartmouth College the past 
year, entering the S. O. T. C. in July. ) 











RECORDE 


Introducing “Billy” and Dorothy Large A Little “Spat” 
































“The Minuet” 











**We work not primarilyformoney but 
for the happiness incidental thereto.”’ 


This is the principle which~ has 





brought success and popularity to 
Dorothy and ‘Billy’? Large, the chil- 
dren here pictured. They are the 


daughters of W. J. Large, Grand Rap- 





ids, Mich., and entertained on the 
Runway at the recent Shoe Style Show 
of the Michigan Shoe Dealers’ Con- 


vention, September 11. 





American Soldier and his little French Chums 
in Paris. Note all wear hob-nailed boots. 
























































NEWS 


Fall Fashions 
Taupe chiffon broadcloth and 
mole. Gray pumps 

of style. 








Florence Walton, famous 
danseuse, opens her ward- 


robe case of shoes, 60 pairs. 














COR 


Black and White Oxfords in 
Paris the big hit of the foot- 


wear season. 

















A Leicester- 
shire, England 
Boot Factory. 
Girl operating 
stitching ma- 
chine. 


Again an Eng- 
lish Boot Fac- 
tory. Women 
unhairing 
skins for shoe 
leather. 
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i 
GRAY BOOTS AND PATRIOTISM COMPATIBLE | 








AUSTIN P. HERMANN, Ex-President Ohio R. S. 
D. A. says: 

“A recent news item, pertaining to shoes, emanating 
from Washington, and published throughout the land, 
stated that the same quality of shoes now sold at 
prices asked, would be much cheaper in price. 

“This statement is entirely misleading, and not 
commensurate with the facts. 

“Gray is one of the predominant colors this season. 

“Many are under the impression that gray should 
not be worn. The retailers should advertise and push 
their gray stock before it is too late. Gray boots and 
Patriotism are compatible.” 








GRAYS ARE 
STYLE SHOWN 


Those who have Grays 
bought, or who buy Grays 
for immediate delivery, will 
be able to realize hand- 


somely in their purchase. 


IN DEMAND 
HERE IN STOCK 


F. B. & C. Battleship Gray Kid Boot 
Cut from No. 2 Grade of Leather 


Price $3.75 





Terms: 2 per cent 10 days, net 30 | 


ELLIS, EDDY CO. 


SHOEMAKERS 
HAVERHILL, MASS. 





Price $3.75 


The Cloth 


of Beauty 
‘and Strength! 


—that is what we term our newest 
product 


TROJAN 
SHOE CLOTH 


The pure white surface of this cloth makes for attractive 


appearance. 
The firm, tenacious fabric-strength of every inch of TROJAN 
CLOTH means WEAR! 


W. A. LIPPINCOTT COMPANY 
| PHILADELPHIA, PA. 
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Quality Only 


is considered in the pro- 
duction of our 


POLAR -KLOTH 


Manufactured exclusively 
for us by one of the finest 
mills in the country. 


One sample piece will con- 
vince you of the superiority 
of our 


POLAR-KLOTH 
“The White Shoe Cloth 


Par Excellence.” 
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This week the campaign! 
Give toward the war 
work of these helpful 


organizations. 


It is a good moral 
investment. 


Buy War Savings Stamps 
all the time. They are a 
good financial investment. 


HAGERSTOWN SHOE & LEGGING CO. 


HAGERSTOWN, MARYLAND, U. S. A. 














TO BE SOLD 


ALIEN PROPERTY 
CUSTODIAN 


Notice is hereby given that the undersigned, A. Mitchell Palmer, 

Alien Property Custodian, will offer to the highest bidder at public 

sale, at the office of the New York Dock Company, in Store No. 141 
(Union Stores), at the foot of Irving Street, Borough of Brooklyn, City of New York, at 10 A.M. on the 
15th day of November, 1918, all or any part of the 1036 bales of leather now located at the warehouses 
of the New York Dock Company in the Borough of Brooklyn, City of New York, and formerly the 
property of Kansallis Osake Pankki and Kontro and Knosmanen. 

A. MITCHELL PALMER, 


Alien Property Custodian. 


For further information concerning said leather, or the terms and conditions of sale, apply to Director, 
Bureau of Sales, Room 518, 110 West 42d Street, New York City. 
JOSEPH F. GUFFEY, 


Director, Bureau of Sales. 
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She Demands 
Fast Color Eyelets 


Long experience has taught 
American women the value 
of Diamond Brand Fast 
Color Eyelets. They know 
that they retain their color 


See 





—that they never wear 
“brassy,” and on account 
of their strength keep the 
shoe shapely all the time. 


Of course it pays to push lace 
shoes. You can sell them easier 
because of their perfect fit — you 
don’t have to spend your time 
and money on adjustments and 
repairs. Present-day short skirts 
make lace shoes more necessary 
now than ever before. 


United Fast Color Eyelet Co. 


Boston, Mass. 
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NORWICH FIXTURES 


Endorsed as the Best for Attractive, Convincing 
Display of Footwear, Hosiery etc. 


Have You the Hosiery Catalogs and All Particulars On Request 
Business in Your | ) 
Community ? 





The two essentials necessary 
to obtain this business are— 
a complete line of Quality 
Hosiery—and Advertising. 











No. 6—DOUBLE PALM 
Shows two shoes effectively. Holds them securely at ony inate. 
e 


QO | sole round sleek.” Now srienson Standard ® aches 
OF a. O/1 1 | JR. PALMENBERG’S SONS, Inc. 


A Consolidation of Palmenberg, Norwich, Kindlimann 


HOSIERY ree. ae 











RE 


STUCCESS breeds Success. 
Bi «= The “‘pep”’ you need for put- 

ting over the “big deal” 

can be acquired and 

strengthened by getting into 
the right atmosphere when on business 
bent. There’s that something about 
the Essex that has a wholesome influ- 
ence on visitors. Our success contrib- 
utes to the success of guests. 
There’s nothing about this hotel that’s 
depressing. Everything is inspiring— 
suggestive of present day push. 


is the line that meets every 
demand for economy, because 
of its lasting Quality. By 
featuring Gordon Hosiery 
quality, you draw the trade to 
your store. 


REE 


Remember, there are other 
stores in your vicinity selling 
Hosiery. Are they getting the 
business that is rightly yours ? 


Brown Durrell 3 


Boston New York Chicago 


Hotel Essex 


BOSTON 
DAViD REED 


Manager 
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BOSTONIAN CREA M— 
The ideal cleaner for kid and 


o y ; 
}j (YU), C5 kid and mahogany calf—also 
the cordo-tan for cordovan 
> ee, Ne ~ or iy pe a 
Shoe Polishes oy A 
gola kid or patent leather— 


QUALITY VARIETY also light onl dak gray and 
any other color or shade. 


Sold in the Market Places of the World 


In addition to the polishes described here we still make and 
market the old standbys—‘French Gloss” and “Gilt Edge.” 
Wonderful, what big sales have been made in the last two, but 
its no more remarkable than the world-wide demand for all of 
WHITTEMORPE'’S specialties. 


= Polishes That Plump Profits 


Ry mls pm All of WHITTEMORE’S polishes are packed in a way which 
Tinwcitel, Bis sti. long experience has shown to be most generally appreciated by 


Progeoms 2 3 —y ae the public. They are convenient packages to use anywhere— 

polishing brush. Stands traveling—at home—or at the office. They sell 

wear an a usage. 4 bd 

Will not mat down or rapidly at popular prices and pay well. cient TS 

become mene » with better combination than 

the old wool brush. this old standby for 
cleaning and ishing 
all shades of brown 


Whittemore Bros. Corp., Cambridge, Mass. 2 32:s2 ms 


tha’ Lanes i = 

ee n combination pack- 

Ask your jobber salesman or write for complete catalogue for Red or Ox- 
ood and in bo 


th sizes. 








“HUB PN oven tre SHOE LACES 


HAVE ALWAYS STOOD FOR THE BEST VALUE OBTAINABLE. 
YOU KNOW IT, AND YOUR CUSTOMERS ARE RAPIDLY 
LEARNING THE REASONS OF “HUBTIP” SUPERIORITY 

BEST BRAID BEST TIP 


No Metal Tip to pull off or fray out. No Metal Tip to wear tinny. 
HUBTIPS always stay on the lace. 


- a 
Fee MUBITIP 
a) PAT. OCT. 18 IBO4 








bel ster] 


Never Slip 








Women’s or Men’s Men’s Women’s or Men’s 

27 in. per gro. Strings .. . .$2.75 36 in. per gro. Strings ....$3.35 45 in. per gro. Strings. . .$3.80 

30 “ > oe eee SBS 40 “ par tae = -.. 3.60 a ea re .. 4.30 
Men’s 63 in. per gro. Strings.. 4.80 G ASSORTMENT CABINET D ASSORTMENT CABINET 

: in, ae * 5.25 36 pair 36 in. 18 pair 36 in eecccccece 

F ASSORTMENT CABINET | 24 Pag 000 000i bepes] WB ADT eeeeree $3.75 

48 pair MN 5 5% 56s ssa aiace ? $3.50 ee ABE | Se sia ee 

24 ‘6 45 RESO ; |. ae Pe ee ee eae eee ER CR ee 

A ASSORTMENT CABINET 

E ASSORTMENT CABINET 36 pair 36 in........... ORDER A TRIAL CABINET 

36 pair 36in........... } $3.60 ha? PRIORY } $3.70 woes : 

AE taf RE ; Cake eednd COUNTER DISPLAY EASEL 











FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicago, U.S.A. = 
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Brown Side--$3,40 Brown Kid--$4.10 


A SOLID FOUNDATION. 


When PLANT BROS. & CO., as an organization, 
began the manufacture of WOMEN'S SHOES, they 
fixed on a GRADE, such as in their judgment, 
would give to the consumer the MAXIMUM of 
SERVICE, at A MODERATE PRICE. 


Upper-leathers, sole-stocks, linings and 
trimmings were all of STANDARD MAKES, and of 
RECOGNIZED MERIT. Moreover the PLANS of MANUFAC- 
TURING were UNIQUE in their ECONOMY of DETAIL. 


This STANDARD of QUALITY, and GENERAL PLAN 
have NOT BEEN ALTERED IN THE LEAST DEGREE, even 
under stress of varying prices from season to 
season. 


A POLICY, to which we attribute a RAPID 
GROWTH of which we are JUSTLY PROUD 
A POLICY that bespeaks FOR YOU, A SUCCESS UN- 
QUESTIONABLE with this line. 


ARE YOU A PLANT BROS. CUSTOMER? 


ee a 





Main Factory 
MANOHESTER, NEW SAMPSBIRE, 
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e Markets 
and Merchandising, 
ments in America’s Shoe Centers 
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The Eastern Markets Are Busy 
Lynn 


With New Lines for 1919 


P. J. Harney Shoe Co. is among the 
first firms over the top with 1919 lines. 
New samples, conforming to regulations 
in every respect, have been made, and 
Mr. Leighton, salesman, is soon to 
show them to customers. 

Inspection of shoes in the factory of 
P. J. Harney Co. begins with the leather 
and supplies, and is followed up through 
the workrooms. This is the reverse of 
the common practise of inspecting shoes 
in the finishing room. As the shoes are 
started right, they are made right, and 
the Harney company guarantees its 


shoes up to sample, which is, most cer- 


tainly, standardization of shoe values. 


Ninety Per Cent Proportions 
Strong in M-C Lines 

Ninety per cent of the shoes Mitchell, 
Caunt Co. are making for Spring are 
low cuts, and 90 per cent of the low cuts 
are oxfords. 

Fifty per cent of the low cuts are of 
brown leather. Black kid is next in 
demand, and gun metal next. Ten per 
cent of the low cuts are of patent 
leather. 

Seventy per cent of the shoes have 
low heels, 12-8 high and the remainder 
have heels 17-8 high. 


Of G. G. Styles There Are Two Sorts 


“Two sorts of growing girls’ shoes we 
now make” said Mr. Stritter, of Strout 
& Stritter. “One is the regular growing 
girl’s shoe, the original type, with its 
special measurements to fit growing 
feet, and in sizes No. 2% to No. 6. It 
has a 10-8 heel. The other is the new 
type, brought about by the demands of 
wholesalers. It has the narrow toe, the 
13-8 heel, and it is made in sizes No. 24% 
to No. 8, and of measurements to fit 
the feet of women. 


delivery. 
calf and kid leather, and black kid 
leather. We make a few patent leather 
_ oxfords, and are to start a large pro- 
duction of white buck oxfords.”’ 


“Oxfords we are making for December 
They are chiefly of brown 


More Black Shoes and Other 
Matters 


Lynch Shoe Co. furnished some news. 


More black shoes of kid, velvet and 
satin it is making, for the big city trade, 
and it makes the presumption, a sor- 
rowful one, 
mourning, and want black shoes. 


that many people are 


Another floor in the Realty factory 


it has taken, securing 30,000 feet of 
space, and it will increase its production 
to 60 cases. 
news of the Lynn War Chest, a war 
relief organization, for the War Chest 
gets one per cent of the income of this 
firm, and one per cent of the wages paid 
to its employees. 


Incidentally, this is good 


Seventy-five per cent of its Spring 


orders are for low cuts, and 90 per cent 
of the low cuts will be oxfords. 
make white buck oxfords, with white 
welting, for Spring. 


It will 


Buckets for Soldiers 


Plant Bros. Company are making 


buckets, of canvas, for soldiers, at their 
factory in the Vamp building in Lynn. 


They have taken the space at 587 Wash- 
ington Street, near the Vamp building, 
which was formerly used by the Lynn 
Rubber Mfg. Company. 


Stitches Shoes in Dance Hall 

Burley & Stevens Co., Inc., Newbury- 
port shoe manufacturers, have started 
a branch stitching room in the dance 
hall in the Franklin building, Salem. 


Candy Factory for Tannery 


Jennings Leather Company has taken 
the factory of the Peabody Candy Com- 
pany, 27 Central Street, Peabody, and is 
fitting it up for the manufacture of side 
leather. 


War and Peace Shoes 

Cass & Daley Shoe Co., Salem, have 
additional contracts for war shoes, are 
making samples of shoes to be sent to 
Europe to supply people in towns freed 
from the Huns, and also are making 
their regular lines of Cadaco shoes for 
the civilian trade. 


In New Organization 
George J. Kelley Company, of Lynn, 
are members of the Shoe Polish Manu- 
facturers’ Association, just organized. 


Last Contract 
F. W. Stuart & Co., Beverly, were 
among the firms who got contracts last 
week to make Army lasts. The firm 
has been making such lasts, for the 
American and Allied countries since the 
war started. 


Philadelphia — 


Retail Trade Improving 
With the restoration of business to 


more normal lines and the lengthening 
of store hours in the central retail dis- 
trict, the reopening of down-town at- 
tractions by the removal of the Health 


Bureau ban, there was noted last week a 
greater degree of activity in the retail 
stores. It would not be quite true to 
say that business had reached the usual 
activity of this time of the year for such 
would not be within the facts. 





























P. J. Harney Shoe Co. 


Factory, Lynn, Mass. 
Boston Office 
183 Essex Street 
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Tober-Saifer Shoe Co. 
Creators of Novelty Shoes 
Oxfords and Pumps 

In Stock Ready to Ship 
Also Nifty Boots in All Lead- 


ing Shades 
Write for Samples 
1312 Washington Av., St. Louis, Mo. 




















The Hous2 of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO., 
1211 Washington Ave., St. Louis 

















Women’s McKay and Welt Shoes, Stylish 

at all times and values that stand alone 

at their prices. 

Cotter Shoe Co. - - Lynn, Mass. 
Boston Salesroom, 212 Essex St. 
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W.C. Cushman & Co. 


WOMEN’S WELT AND McKAY 
SPECIALTY SHOES 
ON THE FLOOR—READY TO SHIP 


403 Albany Bld., Boston 


New York Office, 127 Duane St., Room 32 
























The Line of 100 Styles 
of Comfort Shoes 
Juliets — Oxfords -— Bals 
—Polish—Button—Theo 
Ties — Three Points — 
Gored Front_ Oxfords — 
Prin etc. 
Women's Flexible Welta 
and McKays, and Warm 
Lined — Men's Slippers 
TIMSON BROS,, Inc, 

Boston, Mass. 











BOOT AND SHOE RECORDER 


Sufficient Stock 


Aside from other causes, the unusual 
warm weather of the past week would 
naturally mean a lessened demand for 
heavy-weight and Winter footwear. 


None the less, the situation in the retail 


trade shows improvement and the mem- 
bers of this branch of the industry feel 
justified in looking for a speedy return 
to entirely normal and active conditions 
within a short time. In the meanwhile 
opportunity has served for the bringing 
up of stock on hand to a very satisfac- 
tory basis and the trade is, in conse- 
quence, in a position to meet all require- 
ments of their customers as to both style 
and size. 


Gray and Combinations Active 


As to the character of the demand in 
the retail stores at the present time, it 
may be said that the call is for both 
staple and novelty goods. The sale 
for gray and combination effects is 
active where these goods are in stock as 
they are in most cases and of course the 
demand for brown boots continues a 
leading factor at this time. 


Men’s Shoes Selling Well 


Following the notice of a call for men 
at the extreme ends of the draft limit 
and the resultant uncertainty on the part 
of individuals as to whether they will or 
will not be called to the colors there is 
less business in men’s lines than would 
otherwise be the case. However, there 
is a reasonable degree of activity in the 
men’s department of the shoe stores and 
the call here is largely for the dark tan 
stocks. 

Work Impeded 


In speaking of retail conditions as 
they find them, one of the people of the 
Grieb Mfg. Company of this city said a 
few days ago, that the situation has 
shown no material change and they are 
being kept as busy as possible shipping 
out all available stocks. The influenza 
epidemic has affected their own organiza- 
tion, in common with all others, and at 
one time practically the entire officeforce 
was absent because of it. Mr. Chas. M. 
Miller, cashier of the house for many 
years, succumbed to the illness. 


Government Order for Nurses’ 
Shoes 


A very considerable order on contract 
from the Government for nurses’ shoes 
has been received by the factory of 
Ziegler Brothers of this city, and work is 
now being taken up on this. Apart 
from it, Mr. Robert Ziegler of the fac- 
tory, said a few days ago that they are 
devoting their utmost energy to get out 
goods as fast as possible for the present 
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season. With the factory forces increas- 
ing in number as the epidemic wanes, 
they are making better progress than 
has been true for some time past. 


Small Stores Gain 


One of the effects of. the influenza 
epidemic has been to favor the condi- 
tion of the neighborhood retail mer- 
chant over the shoe man located in the 
central business and shopping district. 
People who have been in need of foot- 
wear have been averse to street car 
travel and the congestion of the central 
business section and in consequence, 
have made a large percentage of pur- 
chases in their immediate neighborhood. 
In any event, the showing of the smaller 
stores has within the past two months 
been more generally favorable and with 
this increased volume, at the higher 
prices now prevailing, the general out- 
lying trade is in a more desirable finan- 
cial condition. This means, according 
to reports coming from the wholesale 
field, a larger volume of business and a 
more prompt settlement of accounts 
than has been the general rule hereto- 
fore when this portion of the retail in- 
dustry has been under consideration. 


Shipping Fall Goods 

Mr. J. I. Meaney of J. I. Meaney & 
Co., are shipping Fall merchandise to 
their customers as rapidly as possible 
and notwithstanding the delays to 
which some of these orders have been 
subject, the goods are all being very 
promptly accepted. They are now 
fairly well cleaned up on this advance 
business and within a fortnight will 
have it entirely disposed of. 


Wholesale Market Conditions 

Mr. Edgar M. Scattergood of the 
Geo. H. West Shoe Company was in the 
East last week for the purpose of expe- 
diting shipment on goods in process of 
manufacture and also looking over the 
market and placing orders for new lines. 
At the house it was said that a quantity 
of heavy Winter goods are coming in 
now and arrangements are being made 
to ship them to customers taking care of 
orders placed previously. 


Delay of Philadelphia Salesman 


Arthur S. Raphael, who covers 
Pennsylvania, Ohio and New York 
State for Nahm Bros. of this city has 
been delayed in starting on his Spring 
trip, because of the death of both his 
mother and brother-in-law both of 
whom were victims of pneumonia re- 
sulting from influenza. His many friends 
in the trade extend their sincere sym- 
pathy to him in his loss and will make 
all allowances for his delay in visiting 
them. 
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Rochester 


News Scarce 


News in the Rochester shoe trade is 
about as scarce as help in the Rochester 
shoe factories; an unusual lull seems 
to have taken hold of everything, and 
all concerned are working under con- 
ditions unlike any ever experienced 
before at this time of year. 


Gray Shoes Displayed 


During the Civil War many women 
were reduced to wearing congress- 
gaitered shoes with black serge tops. 
That certainly is not happening during 
this war. Even the gray shoes to which 
we are soon to bid farewell seem in 
great abundance for nearly every shoe 
display window down town has a num- 
ber of gray boots in various styles. The 
Wm. Eastwood & Son Co. State Street 
store has a complete window full of all 
gray kids and kid and fabric combina- 
tions at $6.95. 


**Hawaiian”’ and ‘‘Red Cross’’ Grays 


The Walk-Over Shoe store for women 
is showing a handsome “Hawaiian” 
gray dress boot ‘with sixteen eighths 
heel with aluminum insert. The New- 
ark Shoe Shop is specializing in an 
Autumn gray vamp with gray buck 
top in two-tone model with military 
heels at $5.00. In the special case in 
the Cafeteria at Duffy-Powers Co. is 
an excellent assortment of the “‘Red 
Cross” Shoe made by the Krohn 
Fechheimer & Co. of Cincinnati. The 
majority of these also are in different 
shades and combination of grays. 


No Cancellations 


Louis Levinson of Levinson Shoe 
Mfg. Co., advises that although the 
capacity of their plant is 4000 pairs 
per day the present output is only 


2500. However, the concern is very 
much encouraged at the manner in 
which the trade is meeting the delay 
in deliveries and is receiving no can- 
cellations or complaints whatsoever. 


Many Reorders 


Jerry O’Brien of the F. J. Fox Co., 
has resumed duties at the factory after 
a short illness. He, too, is months be- 
hind in his shipments but in spite of 
that is receiving an abundance of re- 
orders every day. 


Over-Sell Quota 


E. E. Evarts, who travels through 
Michigan and Indiana for C. P. Ford & 
Co., reports an appalling condition for 
salesmen on the road. While one can 
engage any kind of a room at a hotel 
without any difficulty on account of the 
small amount of traffic due to the 
epidemic, so many of the buyers are at 
home sick that it is almost impossible 
to make the route as originally laid out. 
And inasmuch as one has to confront 
these conditions everywhere, every 
salesman who is returning to Rochester 
from his Spring selling trip has over- 
sold the quota allotted to him by his 
firm. 

Victims of the ‘‘Flu”’ 


Roy F. Schneider, who makes the 
Pacific Coast in the interest of John 
Kelly, Inc., is a victim of the “‘Flu’”’ and 
has just been discharged from a hospital 
in Reno, Nevada. He will remain in 
that city for some time until he is fully 
recovered and will then complete his 
trip. 

Frank H. Sweeney, who travels in 
Oklahoma, Missouri and Kansas, also 
for this concern, is also laid up by the 
epidemic but expects to be about 
soon, 


& QOuth 


Again—the Influenza 
Epidemic 


T he influenza epidemic which has been 
rather serious in Louisville for several 
weeks past has accounted for two well- 
known Louisville shoemen within the 
past few days in the deaths of Max 
Fleck, manager of the Louisville store 
of Dan Cohen & Co., and Louis Mose- 
son, of Goldstein & Moseson, operators 
of a large men’s store at Eleventh and 
Market Streets. 


Death of Max Fleck—Prominent 
Merchant 


Max Fleck was one of the best-known 
retailers in Louisville. He came to 
Louisville from Cincinnati some fifteen 
or sixteen years ago when Dan Cohen 
purchased a store at Third and Market 
Streets, which was later removed to a 
new store and better location on Fourth 
Street. Mr. Fleck was fifty-one years 
of age and a native of Austria, but a 
naturalized citizen for many years. He 
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FOOTWEAR THAT APPEALS 
TO THE FEMININE FANCY 


We make a complete line of 
Women’s Medium and High- 
Grade Welts 


IDEAL VOGUE SHOE CO. 


HAVERHILL, MASS. 
Boston Office, 207 Essex St., Room 218 
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came to New York when ten years of 
age, and later to Cincinnati, where he 
was in the shoe business until he came 
to Louisville. For the past few years 
he has been assisted by Joe Jacobs, who 
as assistant manager now becomes 
active manager of the store. Mr. 
Fleck was an active member of the 
Louisville Retail Shoe Merchants’ Asso- 
ciation, and a good worker for better 
business practices. He was one of the 
hardest working merchants in the city, 
as he supervised all operations in the 
store and wrote all of the company’s 
advertisements, besides making numer- 
ous trips to the Cincinnati headquarters. 
Mr. Fleck is survived by his wife, a son 
Chester Fleck, with the Dan Cohen Co., 
and a daughter, Mrs. Harry Cohen, wife 
of a local shoe and clothing merchant. 
The remains were sent to his old home at 
Cincinnati for interment. 


Louis Moseson Succumbs—a Live- 
Wire Shoeman 


Louis Moseson, thirty-five years of 
age, was considered one of Louisville’s 
livest, merchants. He was an active 
member of a number of local associa- 
tions, and had been instrumental in 
building up a fine retail business in a 
downtown establishment, which car- 
ried Florsheim and other high-grade 
shoes, and excellent lines of clothing, 
hats and general merchandise for men. 
With the assistance of his brother Harry 
Moseson, and his brother-in-law, Sam 
Goldstein, he built up a business that 
was areal wonder for a down town store, 
and which grew so rapidly that ad- 
joining stores were taken over some 
three years ago, and more floor space 
added. The company advertised stead- 
ily in the city papers, and handled such 
excellent advertising that some of the 
leading trade papers commented on 
them. The last issue of ‘““Men’s” Wear 
carried a high tribute to the advertising 
of this store and reproduced one of its 
excellent ads. Mr. Moseson is survived 
by his wife, three small children, parents, 
one brother and five sisters. Death 
followed an illness of three days. 


Epidemic at Minimum 


A number of clerks employed in local 
shoe stores have been away for several 
days, and a few deaths have occurred. 
However, sickness inside of the stores 
has been held to a minimum by the 
action of the Retail Merchants’ Asso- 
ciation in paying full wages and sending 
home all employees who had bad colds, 
or who showed any symptoms of influ- 
enza. During the past few days the 
number of deaths and new cases re- 
ported has fallen off nicely and within a 
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a few weeks the trouble should be 
stamped out completely. Business is 
already beginning to pick up after a 
period during which things were very 
dull. ' 


Bétter Business Bureau Organized 


The Better Business Bureau, organ- 
ized for the purpose of promoting better 
and cleaner advertising and selling 
practices, and force crooked merchants 
to handling square dealings, has been 
incorporated by merchants of Louis- 
ville, who are members of the Retail 
Merchants’ Association, Louisville Ad- 
vertising Club, Manufacturers’ & Mer- 
chants’ Associaiion and other organiza- 
tions. L. S. Byck, of Byck Brothers; 
Walter Helman, of Levy Brothers; Bert 
Callahan, of Besten & Langan, and sev- 
eral other prominent men are among 
the directors. Mr. Helman is president 
and Mr. Byck vice-president. J. Cecil 
Nichols, advertising manager for Byck 
Brothers, will be active manager, and 
will open offices in the Paul Jones Build- 
ing. This bureau will co-operate with 
the Vigilance Committee, of the Nation- 
al Advertisers’ Organization, and en- 
deavor to run down all frauds and create 
confidence in advertising. 


Louisville Notes 


A. Golden, manager of the shoe de- 
partment of Lovenhart & Co., reports 
that he has delayed opening a women’s 
shoe department as the company hasn’t 
been able to secure the necessary floor 
space in an adjoining building but that 
he believes it will be opened in the 
Spring. The shce department for men 
and military men, is doing an excellent 
business at this time. 

F. Grauel, manager of the Hanover 
Shoe Store, reports a very active demand 
for medium priced men’s shoes, which 
have been selling so freely that he is 
showing steady gains for each week and 
month, not only in dollars and cents, 
but in pairs sold. 


Louis Diamondstone 
Resident Salesman 


Louis Diamondstone has just been 
appointed resident representative of the 
A. H. Ginzberg-Gordon Co. for Pitts- 
burgh and its immediate vicinity. He 
will carry a full line of samples and will 
cover the field more intensively than it 
has been cultivated heretofore. Mr. 
Diamondstone is well known in his ter- 
ritory and is a representative shoe man. 


Don’t wait for business to come. 
Go out after it. 





Nov. 9, 1918 


BOOT AND SHOE RECORDER 


New York City 


Retail Shoe Merchants Happy 


The storm of depression which has hit 
the New York Market seems to be 
about over. It has spent itself with the 
sudden drop in temperature last Satur- 
day and with it business picked up won- 
derfully well. Dealers who have been 
going about with long faces for the past 
four or five weeks, are beginning to smile 
and that always is a very good sign. 


Fancy Footwear Active 


In both specialty shoe shops and de- 
partment stores there was active trad- 
ing in all lines with special calls for 
fancy footwear such as two tone effects, 
blacks and staples. Children’s lines 
were also showing signs of life. Many 
of the suburbanites, who have been keep- 
ing away from New York, made their 
appearance with the news of the down 
grade of the epidemic. They mani- 
fested a real interest in merchandise. 


Outlook Good 


It would, therefore, seem that the 
period of depression is about over. It 
was the sense of the live-wire merchants 
that at this time nothing could be 
gained by howling calamity and creat- 
ing a panic in the industry. While it is 
true that many of the dealers are over- 
stocked on certain lines, it is equally 
true that these lines will begin to move 
and move fast once they gain momen- 
tum. High tops have been particularly 
slow and the cause for this condition 
can be attributed to none other than the 
weather. Few people in the East have 
made their Winter purchases. It is 
reasonable to expect that they will do 
so soon, and when this change comes 
about, business will be more active than 
has been predicted by the most opti- 
mistic. 

Winter Trend—Boots 

Up to now there has been desultory 
trading in oxfords and other low cuts, 
but it stands to reason that this trend 
will not continue throughout the Win- 
ter. The popularity of spats has had 
something to do with the decline in the 
demand for high cuts, but with the in- 
creasing cost of spats, the consumer will 
no longer incline to the feeling that 
. there is an economy in the combination 
of spat and oxford. This combination 
now costs more than a high-priced 
boot. 


Unusual Window Displays 


In’ the intensive effort to accelerate 
business. the big dealers have been giv- 


ing more than the usual attention to 
window displays. Every precedent in 
this method of advertising is being cast 
to the four winds. Hence instead of the 
usual displays of a limited few pairs of 
leading lines, the dealers are pursuing 
the practice of showing as many lines as 
the physical limitations of the window 
will permit. 
is breaking this long-established pre- 
cedent which has been more or less dic- 
tated by good taste, said: 


The Reasons Therefore 


‘“‘We have tried both methods and at 
this time we feel that better results can 
be obtained by showing the public ail 
that we have. We are on the main 
street and depend a good deal on the 
trade of the passers-by. A big line in 
the window will attract these prospec- 
tive consumers. For after poring over 
a display, we find from observation that 
they will step into the store and ask for 
a given style as shown in the window. 
Of course this can be overdone, but to 
my mind during a lull in the market 
something unusual should be done and 
now is the time to do it. As I see it, 
window displays with many shoes are 
one of the ways out of the present lull.” 


Heroic Methods 


It is apparent all along the line that 
concerted action is being taken by the 
dealers to overcome by heroic methods 
the present lack of interest of the con- 
sumer in footwear. One dealer was 
asked the other day whether he thought 
that the Government regulations had 
affected business and he said: 


Education on Grays Necessary 


“No, I don’t think that they have, to 
any great extent. There is some defi- 
nite trend against grays because the 
consumer has misinterpreted the Spring 
regulations for 1919. Some understand 
that grays are taboo now and so turn 
them down on patriotic grounds. Some- 
thing should be done to overcome this 
attitude.” 


Conducting Sales 


Department stores opened business 
Monday morning with an announcement 
of sacrifice sales. These included both 
men’s and women’s lines. Many of the 
stores took big space in the leading 
dailies and it is understood that they 
will hammer away at this sales’ policy 
all week. On Monday morning these 
stores did a rushing business and aie 
body seemed happy. 
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. ,  F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 
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Quiet Calamity Howlers 


Somehow a great many of the dealers 
in this district have been assuming the 
attitude that business is bad and that is 
all there is to it; nothing can be done; 


' that the wisest policy to pursue is to 


wait until a change takes place. This 
is not the height of wisdom. There is 
business to be had, if it is gone after in 
the right way. What this right way is 
depends on local conditions and it is up 
to each dealer to solve this problem for 
himself. It is safe to assume that the 
tide is going to turn very soon and the 
dealer must be prepared. Calamity 
howlers should be quieted. 


Merchants Pleased with Price Range 

New York dealers are delighted with 
the new range of prices fixed by the 
War Industries Board. They all feel 
that this change will give them greater 
latitude in the mark up of merchandise. 
The new prices will also put the specialty 
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stores on an equal footing with depart- 
ment stores for this reason: they will 
now be in a position to mark up mer- 
chandise using the elusive fractions of a 
dollar, which in a large measure mean 
absolutely nothing to the consumer but 
“adds” up most agreeably on the books. 


Change in Firm Name 


The Edwin C. Burt Company, Brook- 
lyn, announced a change in name, on 
November 1 last, to Morse & Burt Co. 
There will be no change in personnel, or 
in policy, or in merchandise, all of which 
have contributed to a successful and 
rapidly growing business. The shoes 
will continue to be manufactured under 
the same trade marks—“Edwin C. 
Burt,” “The Burt Shoe,” “‘Cantilever.”’ 

The Directors are: Daniel P. Morse, 
President; Chas. W. Terhune, Vice- 
President; Raymond P. Morse, Treas. 
& Genl. Megr.; Henry N. Morse, 
Secretary. 


Brockton 


PROFIT ON SHOE SALES 
Merchants Misapprehensions 


“A subject of vital interest to all 
business men,” said a Brockton shoe 
manufacturer, “is that of profit on their 
sales. Particularly is this true at pres- 
ent when Government regulations, re- 
garding buying and selling prices are 
in force. Some shoe merchants with 
whom I have talked recently have got 
the idea that the War Industries Board 
has fixed their profit on Class A shoes 
at not more than 40 per cent; on Class 
B goods at 33 per cent; and on Class C 
footwear at 25 per cent. The Board 
has done nothing of the kind. Such a 
rule would necessitate profit-fixing in all 
branches of the trade, which, to say the 
least, would create endless difficulties. 
The Board wants all merchants to make 
a fair profit but leaves it. to their own 
discretion as to what constitutes such a 
profit—always reserving the right to in- 
vestigate any cases of so-called profiteer- 
ing. That, briefly, is the situation at 
the present time. 


Gross vs. Net Profits 


“Another point to be considered, in 
this connection, is the difference between 
gross and net profits. A merchant is 
quoted, in a trade paper perhaps, as 
doing business on a basis of from 30 per 
cent to 40 per cent profit. This state- 
ment is reprinted in daily newspapers, 
and the shoe buying public gets the 
idea that selling shoes at retail is a 
mighty profitable business. They are 
not told that this 30 to 40 per cent is a 


gross profit and that all a merchant’s 
expenses must be paid from it, thus 
bringing his actual or net profit to per- 
haps 5 per cent or 6 per cent on his 
sales. Some merchants can do business 
on a 15 per cent to 20 per cent gross 
profit—others need more. It depends 
largely upon local conditions. But it is 
the net profit which tells the story of a 
merchant’s success or failure, whatever 
his gross profits may be.” 


TO REPAIR ARMY SHOES 

Contract Obtained by Brockton Man 

Jacob Stone, who is engaged in shoe 
retailing and repairing in this city, has 
been awarded a contract by the Govern- 
ment to repair 25,000 pairs of army 
shoes. He will begin work immediately, 
having leased additional space, which 
will give him a repairing capacity of 200 
pairs daily. Mr. Stone has_ three 
months in which to fulfil this contract, 
which includes the repairing of field, 
marching and dress shoes. Work has 
already begun on the first consignment 
of worn footwear. Additional help will 
be employed as fast as available. 


ADDITIONAL ARMY SHOE 
CONTRACTS 
Local Concerns Given Orders 
E. E. Taylor Company of this city . 

has received an order for 50,000 pairs of 
field shoes for the United States Army. 
This is in addition to former contracts 
received by this concern. Work on the 
new contract will be begun as soon as 
present orders are completed. George 
E. Keith Company has received an 
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additional order for 60,000 pairs of field 

army shoes. 

SHOE SHIPMENTS IN OCTOBER 
Largest Since Last May 


Shipments from Brockton shoe fac- 
tories for October show a gain which 


BOOT AND SHOE RECORDER 


makes that month the second best of 
the year 1918 in this regard. The total 
shipments for October were 63,087 
cases. Weekly shipments have risen 
during the month to a maximum week’s 
record of 15,345 cases, this being the 
best weekly total of the year. 


Haverhill 


A MANUFACTURER ON PRODUC- 
TION CONDITIONS 
Answering Some Retail Criticisms 

One of Haverhill’s leading manu- 
facturers of women’s fine shoes speaks 
frankly, through the “Recorder,” to 
merchants who criticise the workman- 
ship of goods which they receive. He 
says: “Owing to conditions which will 
prevail until the close of the war as re- 
gards scarcity of labor and the demands 
made by factory workers, maufacturers 
are unable to produce shoes in quantity 
and, at the same time, supply the same 
quality of workmanship as heretofore. 
The average manufacturer, whose stand- 
ard is quality, is facing the most critical 
period in trade history. 


Two Jobs for Every Worker 


“Furthermore, no manufacturer can 
go to his help and demand the highest 
standard of workmanship. There are 
two jobs for every man, a fact which no 
one knows better than the manufac- 
urer of shoes. Due to war industries, 
the standard of wages has been so far 
advanced that it is impossible to make 
demands and, at the same time, retain 
help. A condition exists which puts the 
worker in a position to quit any job at 
a moment’s notice or with no notice 
whatever. 

Putting It Up to the Merchant 

“If the shoe merchant will for a mo- 
ment put himself in the manufacturer’s 
place, he will no doubt see the justice 
of my claims. Or take the merchant’s 
own position. Is he so strongly en- 
trenched regarding the help problem 
that he can afford to be over-critical? 
Is he not, as a rule, so situated that he 
is obliged to maintain a diplomatic atti- 
tude toward his employees and to be 
sparing of his criticism of their work? 
I believe that a majority of the mer- 
chants are in this position and that they 
will, therefore, in all fairness, recognize 
the situation in which the manufacturer 
is placed and make allowances accord- 
ingly.” 

MEETING OF MANUFACTURERS’ 
ASSOCIATION 
Remarks by Invited Guests 

The Haverhill Shoe Manufacturers’ 

Association held a meeting and dinner 


in this city on the evening of November 
1, for the purpose of discussing the new 
shoe regulations recently put into 
effect by the War Industries Board. 
President George W. Dobbins presided. 
The speakers included: J. Frank Mc- 
Elwain of W. H. McElwain Company, 
chairman of the Shoe Manufacturers’ 
War Conference; Frank R. Briggs, vice- 
chairmain of that committee, and Hollis 
B. Scates, shoe buyer for William Filene 
& Co., Boston, also president of the 
Massachusetts Retail Shoe Merchants’ 
Association. 


Shoe Regulations Explained 

Messrs. McElwain and Briggs ex- 
plained to the meeting the new shoe reg- 
ulations, while Mr. Scates told how such 
regulations affect retailers as regards 
merchandising shoes. Mr. McElwain 
explained the request of the Government 
that a committee be formed to be known 
as the War Conference Committee, 
which is to be the point of contact be- 
tween the Government and the indus- 
ry. L. H. Downs of Charles K. Fox, 
Inc., and Herman E. Lewis of Herman 
E. Lewis Company of this city are mem- 
bers of this committee. It was the 
sentiment of the meeting that manufac- 
turers in Haverhill who were not mem- 
bers of the National Shoe Manufactur- 
ers’ Association should be shown the ad- 
vantages of such membership, through 
a local committee. 


WILL MANUFACTURE MCKAYS 
New Concern in the Shoe District 
The Bloomfield Shoe Company is 
the style of a new corporation, the mem- 
bers of which are L. O. and Israel Bloom- 
field. This is a Massachusetts corpora- 
tion, capitalized at $20,000. It has 
bought the assets of the S. & C. Shoe 
Company and will manufacture women’s 
McKay specialties, with factory at 
Wingate Street. The new plant will be 
put in operation at once, under a super- 
intendent of recognized ability. 


TAKEN A NEW PARTNER 
Change in Local Concern 
F. B. Herrick, manufacturer of chil- 
dren’s and infants’ turn shoes and wom- 
en’s boudoirs, has admitted to partner- 
ship H.-N. Foote, the style now being 
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High Quali 
Laces for the’! Manu- 
facturing Trade. 


Write for Samples 
and Prices. 


J.& B.SALES CO. 
470 Park Ave. 
Worcester - Mass. 











“UP TO THE MINUTE” 
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Ornaments, Buckles, ete. 


D. T. DUDLEY & CO. 
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Insoles of all kinds 


Made by the House that 
makes good on deliveries 


Our brand is in demand 
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Where to Buy 


Women’s and Children’s Shoes 
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i6 Duser , ome New Yorn. 








MILFORD 
MASS 


STYLE and SERVICE 
in SHOES for MEN 
E.S. TORREY 


10 HIGH ST. BOSTON, MASS. 





ROOM RICE 
616-617 BUILDING 








The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 


67-69 Murray St. 
New York 











In America - Glumbus 
polishes are first in sales 
and profit possibilities, 


MBUS POLISH MFG.CO. inc. 
23 BEAVER ST. NEW YORK 





throughout South America means “These 
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QUESTIONS 
ANSWERED QUICKLY 
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Herrick & Foote. Factory quarters 
have been removed from Washington 
Street to 194 Essex Street, where ‘en- 
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larged facilities are available for manu- 
facture of this line, which is sold to 
wholesale trade. 


Boston 


Opening World Markets 


The noon-day speaker Wednesday, 


November 6, at the Boston Shoe Trades 
Club was William F. Montavon, recent- 
ly United States commercial attache at 
Lima, Peru, who is en route to Madrid, 
Spain, to fill the newly-created position 
of commercial attache at that place. 
His subject was “Trade Opportunities 
in Spain and Latin-America After the 
War.” 

President Everit B. Terhune pre- 
sided, and in introducing Mr. Monta- 
von, said that it is very evident that 
there have recently been large invest- 
ments of German capital in Spain, and 
that to a large extent economic condi- 
tions there are controlled by the Teutons. 

Sr. Montavon amplified the usefulness 
of this ‘department of Governmental 
work in foreign countries relative to 
finding out the needs of the various 
markets and what goods it was worth- 
while to figure on as export articles for 
these markets. He pointed out that 
owing to the peculiar oath of office 
taken by United States Consuls much 
of the information sought by exporters 
was not available through that chan- 
nel, but was available through the 
channel of Commercial Attaches and 
that it was important for the United 
States Government to largely increase 
the number of market points in the 
various countries, where attaches of the 


Department of Commerce should be ° ' 


stationed. 

Continuing, Sr. Montavon stated that 
as a shoe market, it will take consider- 
able development work to bring the 
Western Coast of South America into 
a valuable market for American footwear 
from the fact that it is not at present 
densely populated and that the inhabi- 
tants in the main are Indians, who wear 
moccasins and other footwear made by 
their own tribes, but that the Andes 
Mountains are among the most valuable 
in mineral wealth of any range in the 
world and that as soon as the war is 
over, he expects the development of 
these mineral resources that will rehabil- 
itate that section of the world. 


Stuart W. Webb, the New England 
Regional Advisor of the War Industries 
Board, has transferred his headquarters 
from the Boston-Chamber of Commerce 
Building to new quarters at 165 Wash 
ington Street, Boston; in order to pro- 


vide room for the larger establishment 
made necessary by increased duties as- 
signed by Washington. 

The headquarters of the New England 
Resources Committee, which is co-oper- 
ating with the Regional Adviser, have 
also been moved to 165 Washington 
Street. 


This patriotic picture, the conception 
of Ralph Hurd of the Art Department 
of the Tolman Print, Inc., Brockton and 











THE GAME 
It's the same old game with a different name 
Tho the score runs a good bit higher 
And the teams have grown toa size unknown 
With God as the Great Umpire 


TOLMAN PRINT, INC. 
Copyright 


Boston, has been widely admired. As 
an example of its great demand, one 
manufacturer has ordered 8,000 copies. 
We submit this as one of the many 
beautiful productions of the Tolman 
Print, Inc., Studios. 


McLaughlin & Freeman Co., foreign 
frieght contracts, and forwarding agents, 
Boston, have established a less-than- 
carload freight service, from Boston to 
Chicago and points beyond. 


_ D. J. Gordon of the house of A. H, 
Ginzberg-Gordon Co., New York, has 
just left on a month’s trip through 
western Pennsylvania, Chicago and 
Michigan, during the course. of :which 
he. will call upon the:large trade.’ ; 
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—_== SPRING 1919 == 


WHITE BUCK LACE OXFORD 
IMITATION WING TIP AND CENTRE PERFORATION 
VAUGHAN’S IVORY SOLES—14/8 IVORY MILITARY HEEL 
WELTED PROCESS 


DoNN D. SARGENT Co. 


SALEM, MASSACHUSETTS 


FACTORY . BOSTON OFFICE 
407 BRIDGE STREET 
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RAWFORD stands among the foremost shoes 
today—as it did yesterday—as it will tomorrow! 


Behind the Crawford is an Ideal to which we build. 


The reason why men come back to your store again 
and again for Crawfords—the reason that “Once a 
Crawford Man Always a Crawford Man”—is found in 
the one word Dependability. 


At all times you find Crawford Standards high! 
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| 
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| 
| 
| 
| 
| 
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CHARLES A. EATON COMPANY 


BROCKTON - = - MASS. 
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Doleeville 


CVI shoes and shypers 


The felt slipper industry is on more of a war footing than any other 
section of the shoe business. 

Our handicap—created by the Government’s necessary curtailment 
of our raw material—is only temporary. Surmounting even this 
difficulty, the prestige}and good will of Dolgeville Felt Slippers still 
stand, and must continue to grow. . 

To keep the name and quality in mind and to recall to dealers that 


Dolgeville Felt Slippers stand for exclusiveness of design and in- 
tegrity of manufacture—this is our unchanging purpose and de- 


termination. 


Remember the 

na me--“Dolgeville”’ 
Felt Slippers that 
feel better 


kelt Slipper 


(PATENTED) 


DOLGEVILLE FELT SHOE COMPANY 


DOLGEVILLE, N. Y. 
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CHICAGO 


MEN’S WELTS 


Impress these words on your mind 
ahd be always prepared to address 
your orders to the house that can 
provide the assortment, the quality, the 
styles, the prices—most advantageous. 


PRICE, $5.75 


TWO SHOES SHOWN HERE JUST ADDED 
TO OUR LINE OF 40 IN STOCK MODELS 


Because ‘“‘Fiske’’ styles give, and have 
given, satisfaction wherever sold, our 
orders are constantly increasing in size. 
“Obey the impulse”’ to try ‘‘Fiske’’ shoes 
and you'll not be disappointed. 


A. J. DOYLE, Manager 


FISKE SHOE & LEATHER CO. 
301-303 W. MONROE ST., CHICAGO 


(Boston Salesroom, 717 Atlantic Ave.) 
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ONSERVE Black and Brown Leathers by eelling 
the present available supply of Grays. 


Gray boots are distinctive and appeal to the women of 
taste. We have for delivery at once Battleship Gray Dongola 
9-inch boots with imitation straight tips, leather Louis heels 
and military heels. At $4.60 in welts. New York last. 

Also Battleship Gray Cab. Boots as above in McKays 
at $3.85. 
Dongola in Mc Kays at $4.10. 


Battleship Gray Cab. vamp with gray cloth top to match 
in McKay, Louis heel, at $2.85. 











DUSTEN SHOE CO. 


HAVERHILL, - - - MASS. 


BOSTON OFFICE, 93 LINCOLN ST MR. F. G. SULLIVAN 
NEW YORK OFFICE, 110 DUANE ST.................BERLOW AND DORSCH 
CHICAGO OFFICE, LEES BLDG ......................MR. O. E. FOX 
PHILADELPHIA OFFICE, 44 N. 4TH ST MR. H. L. LANDSBERG 
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ONE OF THE MANY GOOD LOOKING 
GOOD WEARING SHOES 


For Boys and Little Men 


Stock No. 739—Dixie Last, 
Cherry Red Calf, Whole 
Quarter Blu., Hea 

— 


No. 105—Boys’ Tan Bal, Goodyear Welt, 
Leather Sole, West Point Toe, Sizes 1 to 6. 
$3 


“HONEST WEAR IN EVERY PAIR” 


MARSTON & BROOKS CO. 
HALLOWELL, MAINE 
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$5.75 “Sle 


Stock No. 731 — Argyle 4 w 
Last. Cherry Red Calf i p 
Bal. Heavy Single Sole. : 2 0 


l-inch Flange Heel. In- 
visible apotete. Widths, <, 
. Sizes 5 to 1L — HEN you sell 


Beaded Tip Laces 


ee ded. 
| \ No. 105 


you sell something more 

than just “shoe laces.” 

You sell a product that 

has built up a reputation 

as America’s Supreme 
: Shoe Laces, has that rep- 

utation to maintain and 
aBE ED ; is doing it. 


Imitators are trying to 
: capitalize on the market 
: ee that Beaded Tip Quality 
' has created. Protect your- 
tae a self from substitution 4 

‘ “fh & our trade-mark BEAD 

4 You'll find it on the 

PRICE Pe : wrapper. 

x 


$5.65 


A start with the “‘Cygolf’’ shoe will open up 
new avenues of profit. This shoe meets every 
demand of millions of men. Your sales 
opportunities are great. Every dealer is 
backed with a large factory stock. Shipments 
as wanted. 


KELLY-BUCKLEY CO. 


Brockton, Mass. 
WN OE () EE ( 
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Style 451—Last 110, All Patent Lace Oxford, 


Leather Louis Heel. 


Style No. 488—Last No. 109, White Reign- 
skin Lace Oxford, 13-8 Heel, Welt, White Ena- 
mel Edge and Heel. 


Style 477—Last 109, Russia Calf Pump, 13-8 
Heel, Welt. 
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Styles That 
Breed Confidence 


There has been nothing spectacular S\\ \ 
about the growth of Johnson Bros.’ =r IS 
business. It has been the slow, steady =< BK 


rise of a company who made a policy A 
at its beginning and adhered to it. 


This policy is one of safe, staple at- 
tractive shoes, honestly made and 
honestly represented. 


The result has been that retail mer- 
chants like, use and depend on 
Johnson Bros.’ shoes season after sea- 
son, year after year. Rightly called 
“the Bread and Butter Line” 


Gerke 459—Last 110, Kid Pump, Louis Heel 
elt. 
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Stability of business, and satisfaction to cus- 
tomers, interest you. We can help you 
realize both. For years we have been making 
a line of men’s welts that are beyond criti- 
cism—they have put dealers in a commanding 
position to get trade. The competition which 
you are up against, can be forgotten if 


Keith’s Konqueror Shoes 


For Men and Women 


are on sale in your store. Here is a desirable, 
dependable line. One of strength—one com- 
plete in fashionable features—one of marked 
individuality. Some styles are stocked for 
immediate shipment. Other important facts 
are given in our catalogue. Send for copy. 


The Preston B. Keith Shoe Co. _| 
BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 i 
Boston Office, 207 Essex Street j 





N. B.—Interest Yourself in Unlocked Process Shoes 


a a lr ee iii 





5 8% I12%/ 
to to to 
8 12 2 
ALL POPULAR STYLES ALWAYS IN STOCK 
Retailers who handle Pla-Mates for children know that parents 
appreciate their wearing qualities and the practical lasts which 


ve perfect freedom for the development of the child’s feet. 
Festive the shoe that thousands of parents insist upon for their 


BuTTON children. 


wae WILLIAMS, HOYT & CO. 


ROCHESTER, N. Y. 














Milbradt Rolling 





Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


talog No Quantity Too Large. Short 
showing 18 styles of lad- Leases Taken 


ders as well as other store GLOBE MDSE. CO. 
aueaees. Indianapolis, Ind. 


Milbradt 23 Lispenard St, New York City 
; .» New 
ea Co. Merchandise of All Kinds Purchased 


St. Leuis, Me. 
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Boston Shoe Style Show 


Sends Out Thirty-five Thousand 
Invitations 


Special invitations to the number of 
35,000 have been sent out by the shoe 
and leather manufacturers to the retail 
shoe merchants of the country to attend 
the Boston Shoe Style Show, which will 
be held January 6, 7, 8 and 9, in Sym- 
phony Hall, Boston. 


Elaborate Preparation 


Elaborate preparations are being 
made to have this show feature not only 
the most artistic stage and promenade 
arrangement, but the greatest exposi- 
tion of leathers, shoes, and products of. 
allied industries, ever presented to a 
critical public in other words,.a veri- 
table style palace will be erected. 


Great Enthusiasm 


Great enthusiasm has been shown by 
the prospective exhibitors, manufac- 
turers of shoes, leather and other shoe 
materials, whose products will be dis- 
played both before and after being made 
into the many types of footwear dis- 
played on living models during their 
promenade on the flower-banked run- 
way. The exhibitors are confined to 
the New England leaders in the shoe, 
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leather, and allied branches of the trade. 
The correct presentation of the Spring 
and Summer, 1919; styles will be given. 
Owing to the fact that'women’s skirts 
are being made longer, a different style 
trend in the coming season’s shoes will 
be noted by the buyers and public, who 
will attend in large numbers. 


New England Made 


And above all else, the fact is strongly 
emphasized that it is New England that 
is supplying the footwear for the 
women’s and men’s costumes displayed 
—there is no style creation too elabo- 
rate, or too particular—whether the 
designer be Callot or Lanvin of Paris, 
or the fashion designers of New York, 
Chicago, St. Louis, or San Francisco— 
to call for New England-made footwear. 


Charles L. Marks, representing Emery 
& Marshall Company in the South, has 
concluded a five-weeks’ trip in that terri- 
tory with the “E. & M. Line of Quality,” 
doubling his business over last season. 
Charlie, having thus gone over the top 
in his quota of sales, and having made a 
visit to-the factory at Haverhill to look 
after his season’s work, is now at his 
home in Cincinnati, awaiting further 
marching orders. 
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Resolutions on Death of 
John Vincent Finn 


At a meeting which was held at the 
headquarters of the Pennsylvania Shoe 
Travelers’ Association, Pittsburgh; Pa., 
November 3, with a large attendance, 
the following resolutions were adopted 
on the death of their late brother—John 
Vincent Finn: 


WHEREAS: God, in his infinite wis- 
dom and mercy has removed from our 
midst our beloved brother, John Vin- 
cent Finn, and 


WHEREAS: The Pennsylvania Shoe 
Travelers’ Association, has lost one of its 
most esteemed members, his wife, a 
devoted husband, and the shoe trade 
one of its most successful young men. 


THEREFORE: The association ex- 
tends its heartfelt sympathy to his 
family. 


Resolved that a copy of these resolu- 
tions be entered upon the records of the 
association, sent to his widow and in- 
serted in The Brockton. Daily Enter- 
prise, The Brockton Daily Times and 
Trade Journals. (Signed), John J. 
Whalen (Chairman), Chas. Brandman, 
Frank Quigley, Chester L. Taber, John 
H. Gilles, Sidney J. Zeffert,{Harry L. 
Whitcomb. 
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Every Pair Made to Wear 


IN STOCK 
No. 615—DEVONSHIRE 
Mahogany Rus. Calf Blu. 
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Progressive Merchants 


are quick to recognize in 


“CLASS A’”* 

Shoes for Men 
a line possessing unusually strong selling possibilities. They 
represent honest, practical shoemaking at its best. While 


cheerfully conforming to all Government Specifications, their 
Style and Serviceability are not sacrificed in the least. 


All Packards, retailing at $9 to $12, are. plainly 
stamped “Class A,” and they- allow you the reason- 
able profit you are expected to realize. 


M. A. ae COMPANY 


Brockton 2" |. - - Mass. 
ree South Sire * “te * poder 
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Classified and Opportunities Department 








“Recorder” rates for space less than one- OSITIONS WANTED: Three conte por word for cach insertion 
eighth page per = vertisements, five cents per word for each insertion. Minimum 
Space 1 time 13 times 26 times 52 times a Shatieg, _ ft coder Cie heating wm bo ceetvet 
1 ~_— er $4. ro $5.00 wr — ee come in care ofthis twelve words must be allowed in each adver- 
oO See 8. i 3% é 4. . lor address. v ae 
3 inch.....12.00 9.00 7.75 7.00 6.00 SS Seca nd pels be cosaslinahy.  Aawwtey on edhe eonsh bocent 
4inch.....15.00 12.00 10.00 9.00 8.00 — 


Payment in advance is required, except when regular advertisers, as amounts 


are too small to open accounts 








LINE WANTED 


WANTED TO PURCHASE 





SALESMEN WANTED 
ALESMEN WANTED! my EH For 
ty ~ Minn,; N. & S. Dak. eb.; Kan.; and 
oe, line with “In Stock” Men’s Fine 
Its. 


Great future for hustlers. OGDEN 
SHOE CO., 1015 Cold Spring Ave., Milwaukee, 


WANTED Commision ion salesman to an to sell | a line 
of Comfort Shoes, 65 styles in stock, in north- 
ome ati goo a‘. per ae —- 7 
monthly on foods ship} 
ome Boot and Nee og 207 South St. 
Beaten, Mass. 
GALESMAN WANTED—By Elegant Shoe Store, 
in large town in Massachusetts, splendid op- 
portunity for the right kind of a man. References 
required. Address B99, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 
EVERAL, — pw SALESMEN pmanted. . Side 
al commissio. — 
Bol oan Boot & Shoe hy 367 “South t., 
Boston, Mass. 
WaANTED—Live wire salesman, ~ uainted 
with shoe and Finding Trade, to sell Cotero 
Tongue Pads, either straight or side ee. Cotero 
Cushion Mfg. Co., Burr Bidg., Scranton, Pa. 











POSITION WANTED 


HOE BUYER, now Ce in department 
store in town of 6,000 desires to change for 
larger opportunity; either as d ent manager, 
Seuer or a salesman. ddress B104, care 
_. and ao Hecsnlies, 207 South St., Boston, 





"THOROUGH shoe man ten yé years’ "experience. 

At present assistant buyer and manager in 
large New —_ Copaptanent 6 store wishes to make 
change as buye Address 
Panoff, 267 U tica Ave., ao N.Y. 





WANTED by live wire salesman. Connection 
with shoe mfgr. general line preferred, 
will consider er specialty ine for next season. Six 


— road experience. A-1l reference. Ad 
Ox 118 Shelby. 1 N.C. N.C. 


ANTED POSITION—As Buyer and Manager 
of Reliable Shoe department in Middle 
States. Eighteen years’ experience. Age 38. No 
town —y- fifty thousand inhabitants considered. 
Can show and I am not interested in 
sma!l shoe departments. Address B96, ‘care Boot 
and Shoe Recorder, 207 South Se. Boston, Mass. 


POSITION wanted by “shoe buyer 
and manager, where 


or S.C. territory. 


ities ‘will be given 


chance. yey ey ten years’ . 


experience as buyer and manager. Address Shoe 
Man, 318 West Cocation, San Antonio, Texas. 


ANTED position as traveling salesman for a 
Wood good representative } Xe of a, 3 Am oo oot 


experience baying and eling ave haa 3 yous 
sl 
Southern territory. Adauses BSA. case Best and | 
Shoe Recorder, 207 South St., Boston, Mass. 











HELP WANTED 





WANTED—We would like to get in touch with 
a fi man. A opening for a man 

the mi facture of turn shoes. 
Address B92, care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 


Wwitt. REPRESENT MANUFACTURER— 
Utica, N. Y. experienced shoe man with sales 
force and office, is open for distribution of medium 
price line in Central and Northern New York, 
commission basis—bank or commercial reference. 
Address, P. O. Box 181, Utica, N.Y. 


WANTED—A line of shoes on commission, for 
Alabama and Missippi. Address Box 506, 
Fairhope, Ala. 
HOE MANUFACTURERS —Line wanted for 
jobbing or large retail 
i ~ only such fac- 
pone ny ny mpl ogg an Hey FL 
$200,000 volume yearly, from this terri » with 
efficient organization on a modern basis, who can 
use a real producer thoroughly acquainted with all 
important shoe yy highly trained specialt 














December. 
Recorder, 207 South St., Boston, Mass. 








FOR SALE 


ie SALE—Established shoe store, 20 years’ 
i. -—- service in New York; lease and fix- 

Prospective buyers state financial abilities 
te “take our proposition in quickest possible time. 
No commission merchants. Address uae. care 
aa and Shoe Recorder, 207 South St., Boston, 





Boot and Shoe , amt 207 South St., Boston, 
ass. 


A ‘GROWING shoe ‘specialty business for sale. 
Manufacturing a staple footwear article with 
a good patronage. Owners in military service, 
reason for selling. Address B98, care t and 
Shoe Recorder, 207 South St., Boston, Mass. 


FOR SALE—A manufacturing shoe business 
ducing a well-known line of Women’s Turn 
Comfort Shoes. Business ished nine years 
and selling at present $600,000.00 per year, with a 
oe capacity of at least $800,000.00 under normal 
conditions. Goods sold direct to high-class 
retail and Dept. Store trade. Will stand the 
strictest investigation. Address B97, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 
FoR SALE—Good paying shoe business, Jackson- 


ville, Florida, clean stock about $10,000.00, can 
Box 747, Fernandina, 








reduce, reason bad health. 
Fla. 





ONLY exclusive Shoe Store in County Seat town 
in Iowa. Exceptionally clean stock, to invoice 
about $5000. Address B95, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass 


FoR SALE—Well-established shoe manufactur- 
ing business, a in hand to for ro 





— Orders enough and to run fa 

months. of reasons for selling. Address 

care Boot & Shoe am bog 207 South St., | a 
‘ass. 








WANTED TO PURCHASE 
Wins = be shoe store or install shoe 


it in store. Shoe store 
outta teu West of Chi Ad- 
dress B101, cane Bows and Shee Revesien Uhahane 





We Buy for Cash 


Aadbnown Jobbers’ and 


——— Surplus Stocks, Jobs, 


NO QUANTITY TOO LARGE 


We also purchase entire stocks 
from retailers or manufactur- 





Leases Tak 
We pay Highest Cash Value 


‘ 

| 

® 

B) VAN PRAAG & CO. 

z Shoe Dept., Martin Posner, Manager 
537 Pecodwen, New York, N. Y. 

: Telephone 2248-2249 Spring 


(za a0 RRR 

















WANTED FOR EXPORT 
Slow Sellers 
YOUR | ee ney ne Numbers 


pcs FOR CASH 

NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517. Broadway, New York City, N. Y. 
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Changes in Business 


Failures, Suspensions and Changes 
for the Last Month 


New York City.—Progress Shoe Co., shoe manu- 
facturers, incorporated with capital of $99,000. 
The New York Export Purchasing Corpora- 
tion, represented by Mr. L. S. Kupferberg, have 
bought the entire stock of merchandise consisting 
of clothing, furnishing goods, and shoes of Linder 
» Brothers of Charleston, Illinois. The original 
inventory of this stock taken at cost is over 
seventy thousand dollars, ($70,000.00). The 
stock is now being packed and will be shipped 
to their New York warerooms, 515-517 Broad- 


way. 

Mineral Wells, Tex.—Howard & White, shoes, 
etc., will liquidate. 

Grand Rapids, Wis.—The Creasey Corp., shoes, 
etc., incorporated with capital of $100,000. 

Lesterville, So. Dak.—Farmers Union Co-operative 
Co., Dry Goods, Shoes, etc., incorporated 
capital $25,000. Incorporators Hans Helgerson, 
John P. Wilson, Wm. Peters. 

Philip, So. Dak.—Farmers Co-operative Co., Dry 
Goods, Shoes, etc., incorporated capital $25,000. 
Incorporators orrison, M. B. Kelly, 

m. Barnes. 

Ralph, So. Dak.—Fred Howard, dry goods and 
shoes, sold out to Mart F. Wells. 

North Milwaukee, Wis.—North Milwaukee Mer- 
cantile Co., filed articles of dissolution. 

Coudersport, Pa.—Meyer Bros., shoes, dissolved 
partnership, succeeded by Herman Meyer. 

Lemmon, So. Dak.—J. C. Elliott Co., shoes, etc. 
will discontinue. 

Limoges, France—Dupuy & Cie, new factory 
recently started in business at Rue Louis- 
Guilbert, with capital of 50,000 francs. 

Kaukauna, Wis.—J. G. Fechter, shoes, etc., suc- 
ceeded by W. H. Haessley. 








MISCELLANEOUS 


STORE LADDERS 
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WANTED TO PURCHASE 








Highest Cash Prices Paid 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 

ire or Phone us 

Correspondence Confidential 

tablished 1890 


GLAUBERG & CO. 
401 muontnents New York 
Phone 2438 Franklin 
We also purchase clothing, 
hats, furnishing goods, etc. 








MISCELLANEOUS 








rey ! 
Metal Shoe Fitting Stools 


And Floor 
Mirrors 





No. 141 
~Wrie tr, The Chicago 
“Pree Wire Chair Co. 


621 N. LA SALLE STREET, 
CHICAGO, ILLINOIS 














Used Extensiv: in Shoe Departments 
pvp #4 Shops 








Patented October 26, 1915 


SHOE STRETCHER 

A Quick Salesman and Trouble Remover 

This simple machine is the most perfect and 
practical shoe lengthener ever put on the 
market. 

It will do giant work, will not get out of 
order and fit all shoes from Child’s size 
ten to Men’s size fourteen. 

Packed in single cartons 
PRICE, $1.75 EACH 
Carried in stock he Lar Findings 
Howses is the sited States cad Caneda. 
Made for Jobbers only by 


Standard Mfg. Co.,Worcester, Mass. 
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Boot and Shoe Recorder 


| | Published Weekly in the interest of the shoe 


‘merchant, wholesaler and manufacturer by the 
BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’l Mgr. 
GEORGE W.R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
101 Tremont Street 


ARTHUR D. ANDERSON, Editor 
WALTER C, TAYLOR 
ss E._ B. PUTNAM 


"HELEN M. HANEY 
Associate Editors 





PUBLISHERS’ NOTICE 


SUBSCRIPTION—The subscription vY of the 
Best ene Toe Maeeee © & a year in 


advance, which includes postage in the United 
States, Hawaiian Islands, 
seat a ed 


by = and Mexico. 

is $5.00 a year. postage. 

FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $7.50 
per year, including postage. 

All ubeoetytans are payable in advance. 

ADVERTISING RATES—Card of Advertising 
rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 








OFFICES IN 

BROCKTON OFFICE: 224 Moraine St., Geo. W. 
R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. Tele- 
phone Franklin 5073. B.C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 97, Graham Bldg., 
127 Duane St. H. Walter Scott, Manager. 
Telephone 959 Worth. 

PHILADELPHIA OFFICE: 929 Chestnut St. H. 
Walter tt, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 

- &. » Manager. . 

CINCINNATI OFFICE: 501 First National 

++ = ae C. Bowen, Manager. Telephone 
ain 655. 


ROCHESTER OFFICE: 626 Granite Bldg. 
Tel. Stone 2473. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: B. C. Bowen, Manager. 

FOREIGN DEPT.: 207 South St., Boston, Mass., 
Alex R. Zoccola, Director. 

Paris Office: 66 bis Rue Saint Didier, George E. 
Light, Manager. 

London Office: John C. Curtis, Manager, Man- 
sion House:Chambers, London, E. C. 


Australian Office: Cromwell Building, Melbourne, 
Wm. H. Elsum, Manager. 
Argentine Office: Elias N. » Balcarce 150, 
uenos Aires. 


Soom oe Leon cio de Miguel, 20 Fuencarral, 

adrid. 

Cuban Office: S. Vidal Vidal, Manager, P. O. Box 
148, Santiago de Cuba. 

ee, Leon Combacau, Ouvidor 71, Rio de 


aneiro. 
Japanese Office: Yokohama, J .F. Wagen, Man- 
ager. 











Shoe Store Chairs, Settees, 







Fitting Stools, Screens, etc., 
Wood Window Display Fixtures 
Catolog 
on 
Request 


AR ONKEN Co. 
ncinnati, O U.S. A. 
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1141 W. 4th St., 
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BOOT AND SHOE RECORDER , 


THE RECORDER CREED: 


Getting. More Shoes Sold Right; not only “more” but “right”; sold for the right pur to the right 
wearer, in the right fitting, for the right rice, at the right profit. This i is the great problem of the retail 
shoe merchants. The chief purpose of the “Boot and Shoe Recorder” is to help solve it; for this is the 
basic problem upon which depends the progress of the entire allied industries relating to shoes and 
leather; their production and distribution 


Annual subscription in United States, $3.50; per copy, 25 cents. Canadian, $5.00. Foreign, $7.50 
Member of Associated Business Papers, Inc. Member of the Rom Newspaper Ass'n Member of Audit Bureau of Circulations 


Each issue copyrighted by the Boot and Shoe mene Publishii 
ntered my hy Post Office, Boston, Mass., as second-class matter 


ISSUED EVERY SATURDAY AT Pin SOUTH STREET, BOSTON, MASS., U.S.A. 
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Purchased Before October 15th j 


A Sufficient Reason for Your Ordering N ow 


HTH Hotter cnvnntetnttttte 








HMMM 
. . 


X2462 X14102 X2461 
Brown Russia 9-inch Polish, _ Havana Brown Vici Fh gs ee 
ine 6, 'D Widihs Top. Louis Heel, with Plate. Top. Liginch Military Heel 
Price $4.25 B, C, D Widths B, Cc, D Widths, 
Price $3.85 Price $3.85 
5 X4113 
4 Same in Mahogany Russia 
: Price $3.60 
J J 0 fF } oF ° ie i 
| They’re in Our Famous “Fashiondale” Line 
_ Our regular customers well No better sellers in this 
know what ‘‘Fashiondale’’ grade are to be had else- 
means in value where 
' Ready to Ship Now--- While They Last 


PARKER-HOLMES & COMPANY 


“The House That Helps’’ 
600 Atlantic Avenue : BOSTON, MASS. 





i) 
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STUUUUUAUUAUUUUUAALL HAUT 


Leather is a habit with our people. Most of us have 
never known anything else for our shoes, except on 
outing shoes or storm boots. 


There are many reasons, however, both physical and 
economic, why we are going to change. 


To change the lifetime habits of a people is a matter 
that demands very serious consideration. A splendid 
opportunity awaits the successful venturer. It is to 
be understood, of course, that when we say “change,”’ 
we mean to permanently change. Experience has 
taught us that this can be brought about only in case 
the new idea or the new material performs its function 
better than the old. 


Other means may be used to secure trial and cause 
temporary use, but permanent use depends upon the 
real, superior adaptability of the new goods. 


(X50 


“The Reasons for the Use of ‘Loxsol’”’ and “A List of a Few High Grade Manufacturers Who 
Offer ‘Loxsol,’” will be sent upon request 


IS superior to the 
leather or rubbery soles 





H. E. LOCKE & CO., INC. 


Cincinnati St. Paul 
Milwaukee 99 Chauncy Street New York 
St. Louis Boston, Mass. Rochester 


Philadelphia 





























Nov. 16, 1918 BOOT AND SHOE RECORDER 3 


Or Ale Ae AD th@iiass @ii@ri 


GOODGOG) THAN GOOOGIOET 
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Standard in Quality 


STANDARD KID is most carefully selected from raw- 
stock to finished product. No pains are spared to keep 
it always uniform in quality. 


Standard in Coloring 


STANDARD KID is dyed through and through with 
pure aniline dyes giving it a permanent coloring. No 
surface doping that quickly wears off. 


Standard in Wear 


STANDARD KID gives always the same STANDARD 


service and satisfaction to the wearer. 











For Better Satisfaction of Your Customers Specify Standard Kid 


STANDARD KID MFG. CO. 


Manufacturers of Black and Colored 
Glazed Kid and Patent Kid 


207 South St. «s Boston, Mass., U. S. A. 
Factory: Wilmington, Del. 
AGENCIES 
CHAS. A. BRADY, Rochester, N. Y. F. W. BAILEY & CO., St. Louis, Mo 


GEO. A. ‘McGAW, Chicago. IU. 
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DOUBLE SERVICE SHOES 


For Children 
With Textan 
DOUBLE SERVICE 
Toe and Heel 














° 


SS 


E Kiddies are “hard on shoes,” war times or peace 
= times. 

But while children’s shoes must be sturdy, they must 
allow for growth and must be designed along the proper 
lines for foot health. 

Mrs. King’s Shoes for Children are designed on the 
lasts approved by authorities on children’s footwear. 
Here is a welt, with an imitation tip, a soft roomy 
box toe, unlined, and a Textan Double Service toe 
and heel. Sole to take care of the wear. Can be had in 
Black and Tan. 

Mrs. King’s Shoes offer just the selling points you 
need to-get and hold the profitable children’s trade. 


ORDER NOW FOR FILLING IN 


Mrs, A. R. KING, Inc. 


19th and Brown Sts. PHILADELPHIA, PA. 
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Men’s White Buck Oxford 
Vaughan’s Ivory Sole and Heel 


Present orders indicate a heavy demand for men’s 
white footwear for Spring and Summer, 1919. 


No soling material is so logical for use in white shoes as 
VAUGHAN’S IVORY, whether for dress, street or 


sport wear. 


VAUGHAN’S IVORY SOLE LEATHER is white 
clear through. It is durable and light in weight, smart to 
look at and --- costs no more than other good soles. 


GEORGE C ‘VAUGHAN > 


TANNERIES 
96 koster Street 


“PEABODY > MASS ° 
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WORKERS UNION. 
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A Marked Distinction 





To the Union man and his family the stamp 
of the Boot and Shoe Workers’ Union is an 
indelible mark of distinction. 


It distinguishes the one and only shoe accept- 
able for the Union man and his family. 


Hence retailers who carry Union ‘Stamp foot- 
wear, carry shoes that meet the demands of all 
the people all the time. 


Failure to carry Union shoes is to neglect the 
trade most valuable to the development of 
your business—the trade of the wage earner, 
the Union man. 


Boot & Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


246 Summer Street - - Boston, Mass. 


PUNO TUT 











John F. Tobin - - Gen. Pres. 
Chas. L. Baine, Gen. Sec’y-Treas. 
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Reed Otjles 


make a favorable impression 
with Women who desire correct 
footwear for Various occasions 
There are several styles for each 
and every requirement and all 
are designed by competent men 
and produced by skilled shoe 
makers. Variety, attractiveness 
and quality properly balanced. 
E:P-Reed & Co. 


ROCHESTER,N™Y 
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T THE GAS MASK FACTORY, LONG ISLAND°CITY, THE WORK 
STOPPED FOR TWO HOURS SO THAT A MEETING, A_ RALLY, 
MIGHT BE HELD ON THURSDAY, OCTOBER 17th, 1918, TO SELL 

BONDS OF THE FOURTH LIBERTY LOAN. 


IN THE COURSE OF THE PROCEEDINGS, A YOUNG LADY GOT UP AND 
READ A LETTER WRITTEN BY HER YOUNG WOUNDED SOLDIER- HUS- 
BAND, IN BED, IN A HOSPITAL IN FRANCE. SHE HAS A 21 MONTHS OLD 
BABY BOY AT HOME, BUT WORKS IN THE GAS MASK FACTORY, HELP- 
ING TO SAVE THE LIVES OF OUR SOLDIERS. SHE HELD UP A GOLD 
MEDAL, KNOWN IN THE SERVICE AS A PERSHING MEDAL, CONFERRED 
FOR EXCEPTIONAL BRAVERY IN ACTION. 


THE LETTER FROM FRANCE STATED THAT THE WOUNDED SOLDIER- 
HUSBAND, WANTING TO DO HIS SHARE IN THE LIBERTY LOAN, SENT 
HIS DEAREST POSSESSION, HIS PERSHING GOLD MEDAL, TO BE RAF- 
FLED OFF AMONG ANY FIVE EMPLOYEES OF THE GAS MASK FACTORY 
WHO WOULD BUY $1,000.00 WORTH OF BONDS EACH —A TOTAL OF 
$5,000.00. SURELY GREATER LOVE THAN THIS HATH NO MAN. 


WHEN THE YOUNG MOTHER-WIFE HAD FINISHED READING THE LET- 
TER, SERGEANT GEORGE L. PETERS INSTANTLY STUCK UP HIS HAND 
AND SAID. “I TAKE THOSE FIVE $1,000.00 BONDS.” 


HE STEPPED FORWARD. SIGNED FOR THE BONDS. SAID TO THE 
YOUNG MOTHER-WIFE, “THIS MEDAL IS FOR YOUR 21 MONTHS OLD 
BABY, AS A MEMENTO OF HIS SOLDIER-FATHER; IT WILL INSPIRE 
HIM ALL HIS LIFE. KEEP IT IN TRUST FOR HIM. I KNOW HOW I 
WOULD FEEL ABOUT IT IF MY FATHER HAD EARNED IT.” 


THEN THE TENSION BROKE. GEORGE WAS A MUCH SURPRISED 
YOUNG SERGEANT. THE YOUNG MOTHER-WIFE, ON THE IMPULSE 
OF THE MOMENT, THREW HER ARMS AROUND HIM AND KISSED HIM 
FOR HERSELF, HER BABY BOY, HER WOUNDED SOLDIER-HUSBAND. 
THE THOUSANDS OF EMPLOYEES APPLAUDED _FRANTICALLY. 
GEORGE HAD UNCONSCIOUSLY STARTED A FLOOD. THE DRIVE HAD 
BEEN HANGING FIRE. IT THEN STARTED INTO LIFE AND GREAT 


SUCCESS. 


GEORGE’S FRIENDS—OUR FRIENDS— WILL WANT TO KNOW OF 
THIS BEAUTIFUL INCIDENT ANDAS WE HAVE NOT EVEN A.-STENOG- 
- RAPHER NOR A DICTAPHONE TRANSCRIBER LEFT HERE IN THE OF- 
FICE — WE HAVE ALWAYS SURROUNDED OURSELVES WITH YOUNG 
MEN, UNAFRAID, UNSOURED — THE WAR HAS TAKEN TWO-THIRDS OF 
OUR ASSOCIATES, SO WE ARE USING THIS METHOD INSTEAD OF WRIT- 


ING LETTERS. 


PETERS MANUFACTURING CO. 


THREE GENERATIONS 
NEW YORK BOSTON 
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INDNER spells leadership’ in 
the minds of the retail mer- 
chants who have made Lindner 

shoes their specialty for years past. 
And why— 

Principally because we have always 
concentrated on being as particular 
on the small details of manufacture 
as on the outwardly visible looks and 
style of Lindner shoes. 

Result— 

Shoes that’ render the service and 
moneys worth to the customer that 
hold her trade year after year. 
Lindner quality will never be any- 
thing but best. 


LINDNER) 


SHOE CO.¥' 
Carhisle, Pa. | 
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ise ) (ee “Clove-Grip” shoes are not to hegiaeed with the ancient order 
of comfort shoes. Our aim has been to make “Glove-Grip” 
shoes salable by dealers as a general proposition. Use of stylish lasts built on 
proper lines, enables us to make a shoe that will fit normal and abnormal feet” 
attractively. Never were shoes designed which ghee greater sort! for f 











retail sales. 


What Sole Ven Show x 


(A) Test va letra der the ach othe ine of ching 
indicated by arrows. (B) Springing ‘pword frp the coutre of BARES. 
suspends the arch without constraining the muscles. eee 


A postal request will bring a catalogue x 


M. N. Amold Shoe Co., No Abington, a % 




















N. B.—Ladies’ Glove Grip Shoes in Stock, in Coco Calf, Gun Metal Calf, Glazed Kangaroo, and Tobasco Brown Kid 
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‘THIS IS THE MODERN 
NO. 1 FACTORY WHERE 





IS MADE! 


VERY square inch of space is devoted to the production of shoes 


for civilian needs. 


All of the Army shoes that we manufacture are made in a separate fac- 


tory by a wholly different organization. 


The volume of shoes going through the large 7-story factory shown above 
is greater than ever before. War conditions have handicapped our pro- 
duction as they have all other factories, but the hundreds of men and 
women in the organization are giving their best efforts to producing i in 


large volume, shoes that measure up to our high ideal. 


In War-time as in Peace-time, the Crawford gives more Service. It helps 


reduce footwear cost. 







CHARLES A. EATON COMPANY 


BROCKTON - MASS. 




















FE TT IU LLL LAL LLL 





TU 









mer 








Riseanvetaeen tent obesnmareanieea 




















BOOT AND SHOE RECORDER Nov. 16, 1918 





CLEANS, SOFTENS AND POLISHES || 


a, 





ES 


{ POSITIVELY | 
| CONTAINS OIL } 


TAN VICI KI D CE KID SHO 
———_—— SOFTENS THE LEATHER 
MARE THE Smut CREASY at TH AFTER THE RAIN’ 
. eng 
&.&O. J NEW YORK,US.A 


60 ™UR@aY 











NEW YORK USA 














each, $3.00 dy dozen. Pint 50 cents, 
90 cents, half gallon $1.70 and gallon $3.25. 


papel 


o 


FOR Converting ‘ 
4 


TAN VICI KID Ai 


CLEANERS BAN poe date 
A Tan & Russet Leather 
Ry A JET BLACK pK 
and : 
for 
y °C2Pted for Harn 
Setchels, ptr 


Present-Day Shoes @) ===. 





Jurious to the 
Leather, and is 


69 Murray Sr. N.Y. | 
————ae . | 


Of -course they are Seasonable, 
Salable and Profitable—and—they ~ ha 
will not rub off. It leaves no odor 


are sure to please your customers Ise. size......814.00 9 grose $1.20 9 doe 
3.00 “ 


RAPID BLACK DYE. It will dye all 
smooth surface leathers a jet black, and 
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“MALBON’”’ SHOES 


are moving so rapidly we feel obliged to ask 


as prompt as one would wish for. The large 
orders given our salesmen are greatly appre- 
ciated, significant as they are of buyers’ 
approval of ‘“‘Malbon” styles and quality. 
Novelties in Women’s Turn Oxfords, Pumps 
and Colonials are our specialty. 


: MALBON SHOE CO., Inc. 


HAVERHILL, MASS. 
Boston Office - - - - < 117 Lincoln Street 








the indulgence of the trade if deliveries are not = 
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: CHIPPEWA SHOE MFG. CO. Fitis\wis. 


COAERRGROROREEERGCCCEEY . 
Jriginal 

’ Chippewa 
Shoes 


Snappy Lasts 


Black and Chocolate 
In Stock 


Case Lots. All Sizes 


650S—6-inch oak sole, 
Goodyear Welt $4.75 


ORDER A CASE TODAY 














Black and Brown Kid Boots 
In Stock 


HIGH and LOW HEELS, WELTS 
and McKAYS 


Write, Wire or Call for Sample Pairs 


Duane Suoe G. 


143 Duane St., NEW YORK 


Factory, Brooklyn, N. Y. 








PLL 


TIT 





Stylish Turn 


Footwear 


Special values, in 
Boots; Pumps and Ox- 
fords. Models you'll 
like, made to satisfy 
your most particular 
customers. Some 
styles in stock. Prices 
that assure liberal 
profits to you. 


= ELLIS-EDDY CO., ‘Stvs,) Haverhill, Mass. 


Boston Office, 207 Essex Street 














Trade Marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your Forvign 
Trade in Cuba, Mexico, the South American Countries and also 
in Europe, Asia and Africa? 


prior use by 

in such coun 
The Boot and Shoe Recorder: maintains a Patent and Trade- 
mark Department fully to your ap- 
plications for Registra Trade-marks in all Foreign Ceun- 
tries, as well as in the United States. all Inquiries to 




















ELIAS BERLOW 


New York Selling Agent 
Tweedie ““Hylo” Boot Tops 


110 Duane St. 
ew York 
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IMMEDIATE DELIVERY 


Subject to previous call 


OVERGAITERS 


Felt and Cloth. 8, 9 and 10 Button. 
In Black and Certain Shades 


Also a special line of 


FELT BOUDOIR SLIPPERS 
AT INTERESTING PRICES 
Write Us Your Requirements 


Laing, Harrar & Chamberlin 


43 N. Third Street Philadelphia 

















= Block ‘Factory. Newton Junction. " 
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ESTABLISHED 1884 


Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP : 
PROMPT DELIVERIES 


A. R. WADE & CO. 


HAVERHILL, MASS. 
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Every Soldier in the American and Allied. 
Armies knows the pass word of the 
KNIGHTS OF COLUMBUS— 


“Everybody Welcome” 


T is painted on the doors of 

“huts” and rest rooms in. can- 
tonment and camp—and in the 
friendly smile and greeting of our 
workers. 

Jew and Gentile, Catholic and Protes- 
tant—it reaches all alike and bids them 
welcome. 

About 301 K. of C. “huts” are being 
used by soldiers in cantonments here 
in America and in camps “over there.” 
Additional buildings are being erected 
wherever American soldiers are stationed 
—in America—France—England—lItaly. 

Over 1,000 K. of C. men are working 


to make men comfortable in these huts, in 
camps, in trenches and on transports. 
They have distributed, free, 


Two billion cigarettes 

500,000 cigars 

Many tons of candy and 
chocolate 

Millions of bars of soap 


and vast quantities of other things that 
go to make a soldier’s life a little more 
worthwhile. 

Men of any creed, or none, are cared 


for—equally well. It’s all a work for 


Humanity. 
And—we need your help—Give! 


National Catholic War Council 


Seven allied activities, all endorsed by the Government, are combined in the United War Campaign, with the budgets 
distributed as follows! Y. M.C. A., $100,000,000; Y. W. C. A., $15,000,000; National Catholic War Council. (in- 
cluding work of the Knights of Columbus and special war activities for women), $30,000,000; Jewish Welfare Board, 
$3,500,000; American Library Association, $3,500,000; War Camp Community Service, $15,000,000; Salvation 


Army, $3,500,000. 


Contributed through Division 
of Advertising 








This space contributed for the Winning of the War by 
BOOT AND SHOE RECORDER PUB, CO., BOSTON, MASS. 


United States Gov’t Comm. 
on Public Information 
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Buyers’ Kasy Reference Directory 


jy Radium A. B. C. 














‘The Last Word 


IN PRESENT DEMAND 


Black Ooze Calf Boot, Flexible 

McKay, Louis Leather Heel 

with Aluminum - Plate; Sim- 
. ulated Tip. 


' Bto E, 2% to 8 
$6.25 


IN STOCK 
122-124 Duane St., New York City 


Powell«kCampbell. 
HOTEL MARTINIQUE 


32d & 33d 
ts., New York 
Direct Entrance to 
Broadway Subway and 
‘udson Tu e 


oe Brown Cleaner 


and 


Color Restorer 





A. B. C. cleans the shoe and at the same time restores 
the color without streaking. 


Light unsalable tans easily converted into a rich 
brown. 

A. B. C. is not a filler but a lasting color restorer. A 
pure liquid wash containing no powder. 


Radium Dye Co. Kansas City, Mo. 


Ge the Floor 


No. 591 
Brown Kid Foxed 























Taylor 


Broadwa 


One Block from 
Pennsylvania Sta. 
Equally Convenient for 
Amusements, Shop- 
ping or Business. 


Rates $2 Per Day and Up. 


A SPECIALTY 
155 Pleasant Rooms, 
with Private Bath 
$3.00 PER DAY 
The Martinique Res- 
turants are well known 
for good food and rea- 


sonable prices. 














SPULLRORECRCURORORDORCRSEGRCGCRSORGRRRGRRRRRRRRRGREE 


standard 
fine felt ‘“ 


We can put you in touch with the 
big European Buyers of Leather 
and Shoe Supplies. It will pay 
you to investigate this busi- 
ness and the information and 
service which we can render you 





Address BOOT AND SHOE RECORDER 
207 SOUTH STREET, BOSTON, MASS. 
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aoe Samples 
submitted upon 
request. Ask 
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fandard Felt Company 


West Alhambra California 
New York, Chicago San Francisco 


Brown Cloth Top 


Nine-Inch Flexible McKay 
B,C andD Price, $4.85 
No. 571 


Same as above in Gray 
Kid with Gray Cloth Top 
CandD Price, $4.85 


W. T. Holmes Co. 


15 No. Fourth Street 
Philadelphia 


“i 
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1919 “Walhe Hak i OXFORD 


_encrel Walker Company _ 


famous fe 7 CLEAN shoes 





Saunas 


a 

















AUUODOGOROQURUREEODORORRORONGGES 


sian 3 16 cen 


$9.75 per don 


Sizes 3 to 8; 6 to 12 


Buy Direct from Manufacturer 


Prompt Deliveries 


Harrison St. 


U.S. Wool Sheep Moccasin Co., *! Ws3t_Harriso: 
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18-FT. GOODYEAR SHOE REPAIR OUTFIT 


OVER 


'$300,000,00 


A YEAR 





is said to be the volume of the shoe repairing 
business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 


United Shoe Repairing Machine Company 


BOSTON, MASSACHUSETTS 














Democracy’s Laurels shall crown 


THE VICTORS. 


Carl E. Schmidt & Go., Inc. 








sl nah epee 








Carl E. Schmidt & Go., Ine. 
Tanners of the Schmidt pe Leathers 
Oo 


STON, MASS. 


H.B. ALTENDERFER, A.J. @J.R. COOK 
Philadelphia San Francisco 


DETROIT, MICHIGAN 


REPRESENTATIVES 
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1 Fold Steady and Hold Fast 3} 
= EACE is now at hand. The chase novelties; not by uneasi- = 
UJ country is rejoicinginaspirit ness over his stocks. But by UJ 
q it never has displayed before. judicious analysis of things as nl 
UJ Optimism is spreading every- they are and things as they will UJ 
nl where and imbedding itselfin the be for an indefinite period. 7 
lJ minds and hearts of all the 
= people. Every straw, every sign, points 7 
to a successful future, with no 
! ; undue readjustments. Prices = 
f] What better time than the ; 
; will not godown. Present styles 
U present to uphold the confidence ‘ ; U 
7 Pao é will sell as readily (and in most = 
of yourcommunity? Only by the : 
; sys 2 _ cases more quickly) as heretofore. 
U reassuring faith in your own ef- U 
forts can you spread the gospel of The greatest mistake a shoe 
~ prosperity to those whom you  gerchant can make right now = 
wish to serve and are served by. would be to take any but the 
most progressive steps. Hold | 
The shoe merchant is in ar what you have; sell it at the 
ideal position to capitalize the usual normal profit; buy with 
conditions of today. Not by — confidence in your ability to sell 
anxiety over lower prices; not by what you buy to a waiting and 
fear that the people will not pur- —_ keen consumer. 














Hold Steady should be your steadfast slogan. 


R:-D-SMITH & SONS CO: 


: CHrICecCAGO 
Made Good Zn 1659 <= ATITEVER SINCE 
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YOU, WE, THEY 


HIS Pollyanna, shown on the opposite page, is doing 

things. YOU, the dealer, are GLAD to have it. 
WE are PROUD to have manufactured it. THEY, 
the women, are buying it EAGERLY. 


There’s just one class out of it—the retailer who hasn't 


this shoe on his shelves. 
There’s just one way for the “‘out of it’’ class to get in. 


Put this shoe on your shelves, now, RIGHT NOW. 


Regal Shoe Company 


BOSTON, MASS. 









































POLLY ANNA 


Stock No. R-7081 


Patent 814/’ Three Quarter Fox Bal; Gray Nubuck Top; Plain Toe; 
Imitation Turn Sole; 2’ Leather Louis Heel; Invisible Eyelets. 


AA, 4% to 7 B, 3% to7 
A,4 to7 C and D, 24% to7 
Stock No. Price Telegraph-Order 


R-7081 $6.60 Code Word 
LUVERNE 


Regal Shoe Company 


BOSTON, MASS. 
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HOLD STEADY 


Now that the War Is Over—“Over There’’ 


DON’T JUMP AT CONCLUSIONS— 


Don’t think that “the boys in France” will be back on the next 
boat— 
It took two years to get them there. It will take some time to get 
them back, and there will be a lot for them to do before any one of 
them comes back. 


Don’t think that man power will no longer be needed— 
Three million men are still out of industry. Government war work 
will continue at top speed for a long time, even after peace has been 
assured. 


Don’t think that transportation will be normal at once. again— 


The railroads all over the country will have more than they can do in 
transporting Government supplies, raw materials and essentials for 
a long time to come. 


DON’T THINK THAT THERE WILL BE MORE GOODS (SHOES 
AND SHOE ACCESSORIES) FROM WHICH TO CHOOSE IM- 
MEDIATELY OR FOR SOME MONTHS AHEAD— 


Consumer demand for footwear is unusually good, for 105,000,000 
people wear out a lot of shoes; and now that many will not feel as 
keenly as before towards conservation, demand will increase. 


DON’T JEOPARDIZE YOUR SPRING BUSINESS BY LIMITING 
YOUR ORDERS IN A BELIEF THAT MANUFACTURERS AND 
WHOLESALERS CAN SUPPLY YOU LATER AT LOWER PRICE— 


Leather and shoe materials are relatively scarce; supply is under 
demand; little improvement can be expected for months ahead. 


HOLD STEADY 


Show your confidence in yourself and the busy period ahead by “‘not 
rocking the boat.” 


Nov. 16, 1918 


Witchell- Sheill Shoe Company 


DETROIT, MICH. 
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NO. 905 


OPTOMIST LAST 


Men’s Mahogany Calf, Optomist blucher. 
Whole quarter. Single leather sole. Leather 
counters. Full sized tongues Fleece 
lined. Leather top facings. In stock 
A, B, C, D. 


PRICE $5.75 


LESS DISCOUNT 














This is a most attractive dress blucher. Made up of handsome smooth 
surface, rich colored mahogany calf. It is a business man’s shoe that 
will get business for dealers who feature it. Its liberal toe room, generous 
ball room, narrow shank, contribute to its fitting and comfortable feeling 
qualities. There’s enough about this shoe to prove the wisdom of its 
choice to any dealer. 
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J. W. CARTER CHICAGO COMPANY 


Chicago Avenue and Green Street 
CHICAGO, ILLINOIS 
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ALL AMERICA 
Rejoices 








No single incident in American history 
has so inspired the American people 
with the love and admiration of 
country as has the absolute victory over 
‘the enemies in which our Yankee sol- 
diers participated. 


Out of this victory will arise the great- 
est era of prosperity the world has 
ever known. 


ALL AMERICAS 


for 


ALL AMERICANS 


Distributing Houses 


The Rice & Hutchins 
The Rice & Hutchins 
The Rice & Hutchins 
The Rice & Hutchins 
The Rice & Hutchins 
The Rice & Hutchins 


New York Company 
Baltimore Company 
Atlanta Company 
Chicago Company 
Cleveland Company 
Cincinnati Company 


The Rice & Hutchins St. Louis Shoe Company 
The Atlas Shoe Company Boston, Mass. 
Joseph I. Meany & Co., Inc. Philadelphia, Pa. 


Rice & Hutchins, Inc. 
10 High St., Boston, U.S.A. 














